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Swapping Dollars Don’t Pay 


=) ETAILERS are not in business from a philanthropic 

motive. They sel! merchandise and service with a de- 

sire to make a profit and the difference between success 

4 and failure in credit extension is the degree to which 

| the Retailer applies a Positive Policy as regards the 
opening of an account, and collections. 


The losses which drain the life blood of the Retailer are not those 
from sales to persons who have no intention of paying, but from 
the money tied up in Accounts Receivable, by well meaning per- 
sons who fail to pay their bills promptly. 


Why not develop a credit policy which means increased turnover of 
Accounts Receivable by insisting upon a respect for terms and stop 
paying interest in our customers’ past due accounts. 


The best way to do this is to become an active member of the 
National Retail Credit Association, and create a community Credit 
Policy. 
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Do You Want to. . 


. « Speed Up Collections? 
. » Revive Inactive Accounts? 
- « Develop New Charge Accounts? 


Then subscribe for the Better Letters Service - - - 


now in its second year! 


Read what the 


renewal subscribers say: 


“Herewith you will find our check for $20.00 for the 
renewal of the ‘Better Letters Service.” We find these 
letters give us many helpful suggestions.”"—G. C. Driver, 
Credit Mgr., The May Company, Cleveland, O. (De- 
partment Store.) 


“We have found your letters very effective and have 
used them with good results."—Ed. J. Reichert, Treas., 
Hubbuch Bros. & Wellendorff, Louisville, Ky. (Floor 


Coverings and Draperies.) 


“IT am well pleased with the Service. In fact, it has been 
of immense benefit to me in the conduct of this busi- 
ness."—C. B. Kerr, Pres., Master Service Company, Los 
Angeles. (Automotive Service.) 


‘““New phrases and new thoughts produced new action. 
Excellent results at Christmas time on letters reviving 
inactive accounts.”"—John P. Drennan, Credit Mgr., The 
Great Wardrobe, Santa Barbara, Calif. (Men’s and Boys’ 
Clothing.) 


‘The Better Letters Service has filled one of the greatest 
needs in our store for better and improved collection 
letters..-—S. W. Fandel, Credit Mgr., Fandel Company, 
St. Cloud, Minn. (Department Store.) 


“We would not think of being without this service since 
we have become accustomed to it.”"—Woodrum’s, Charles- 
ton, W. Va. 


“I am very enthusiastic about your letters.”.—Arthur 


Hagan, Secy., The Paris D. G. Co., Great Falls, Mont. 


“I am very well pleased with the service; the suggestions 
are very good and in my opinion it is something that the 
Credit Man has long wanted.”"—B. A. Farrell, Abraham 
& Straus, Brooklyn. (Department Store.) 


“This service has already repaid us many times its cost.” 
—Joseph Spiess Company, Elgin, Ill. 


Every one a renewal subscriber 
for the second year’s service. 


Subscribe Now - - - Here’s What You'll Get: 


Every month, a four-page Better Letters Bulletin, 

featuring better ways to write letters and how to use 
letters to build good-will and new business, bring back 
old customers and get new charge account customers. 

Each month, too, you will receive copy for one new 

letter to solicit new charge accounts and one new 
letter to revive inactive accounts. 


3 Copy for six new collection letters every three months. 
These are written to fit various needs and written 

from a new slant—an outside viewpoint. 

4 Advisory Service—the privilege to submit, once each 
month, your own letters for unbiased advice and con- 

structive criticism—from an outside viewpoint—by a cor- 

respondence expert. 


All for $20.00 a year - Order it on approval 


Return it after five days if you’re not satisfied. 


BETTER LETTERS SERVICE 
National Retail Credit Association 


Equitable Bldg. 














Saint Louis 
































The Inconsistency of the Retailer 


Years ago a sage remarked, “Consistency Thou art a Jewel,” and the abuse 
of this axiom has meant floundering around with no definite aim. 





We observe a large number of Retailers are INCONSISTENT. They 
preach one gospel and practice another, and strange as it may seem, this failing 
is not confined to the small and unknown, but finds a place among the nation’s 
greatest stores, and the greatest demonstration of inconsistency is in their treat- 
ment of the Credit Manager, and the Credit Department as a whole. 


These “Inconsistents” cry out loudly about the abuse of Credit, the loss 
from bad debts and lax collection methods, yet they themselves do not whole- 
heartedly support the one means of eliminating these evils: Organization, and a 
Community Credit Policy. 


Some of them loudly declare the necessity of organization, yet they will not 
insist upon their Credit Manager becoming identified with our National Associ- 
ation, and we have cases where brilliant Credit Men have been permitted to join 
the Association, but restricted as to holding office or becoming too great an 
influence in either the Local or ‘National Association. 


It should be the ambition of every Credit Manager member of the N. R. 
C. A. to become recognized as a leader in his profession, and the Store Owner 
who, because of fear his Credit Manager will become so efficient he may demand 
a salary increase, or so popular other Merchants may seek his services, nips this 
ambition by refusing to allow him to hold office or give some time to the build- 
ing of the Association, is living in the dark ages of ignorance. 


We expected 2,000 members at our Convention in Kansas City. Only 800 
came, because the very Merchants who proclaim the benefits of education, were 
unwilling to spend a few dollars to send their Credit Manager. 


The fact that hundreds of Credit Managers who have been consistent in 
their attendance at our Convention and Conferences, have developed into execu- : 
tives in their stores, or secured positions with greater possibilities, is the most 
sincere endorsement of our work. 


Remember no Inconsistent, Selfish, or Self-Centered policy can achieve a 
great or lasting success. 


Oh! What a medium for good this organization would be if Retailers 
would cease to be “Sounding Brass and Tinkling Symbols,” but “Doers” by in- 
sisting upon their Credit Managers becoming leaders in our activities. 


Mr. Retailer, when the Officers and Directors of the N. R. C. A. give un- 
selfishly of their time and knowledge to build this organization for the protec- 
tion of the Retail Credit Interests of the country, without any ulterior motive, 
they are entitled to your whole-hearted support. If this Association did not 
exist, there would be no universal means of exchange of credit information, no 
unity as regards terms, and collections. Thousands and thousands of dollars 
would be lost on Bad Credit and Slow Turnover. 


AV Mrrebtrch 
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The Michigan Study of 
Retail Credit Departments 


By CARL N. SCHMALZ, Assistant Professor of Retailing, 
Assistant Director, Bureau of Business Research 
School of Business Administration 
University of Michigan 


satisfaction to describe what I 

understand was your first 
nation-wide statistical survey of 
credit department operations. The work was under- 
taken at the suggestion of your Credit-Methods and 
Statistics Committee headed by Mr. Elmer B. Schick, 
Credit Manager for Crowley, Milner & Company, De- 
troit. We at the Bureau of Business Research took 
great pleasure in working with Mr. Schick and his 
associates, Mr. David W. Ahl of Frank & Seder, De- 
troit, and Mr. Howard G. Godfrey of ‘The J. L. Hud- 
son Company, Detroit. Throughout the work those 
men displayed intensive knowledge of the retail credit 
field and extraordinary willingness to use not only 
their knowledge, but their time, in the advancement 
of their profession. I think that your Association 
owes to them, and to the officers who supported them 
in their work, the most genuine sort of appreciation. 
In this I speak not only for myself, but for the Bu- 
reaus’ Committee which I represent here. All of us 
at the University feel 
that the major portion \~ 

Jor p X& 


[: GIVES me a great deal of 


present piece of work 
is due to your splen- 
did committee. 

It is a satisfaction 
to be here, also, be- 
cause my own experi- 
ence in department 
stores and in smaller 
stores has shown the 
need for the sort of 
research which your 
men are carrying on 
and has given me the 
ability to appraise the 
difficulties in the way 
of such _ research. 
Your Association and 
its officers are to be 
congratulated for 
their foresight, their 
spirit, and their cour- 
age in undertaking 
so important and so 


aa 
of the credit for the yy 5S 
PS 


An address delivered before the 
National Retail Credit Association, 
Kansas City, Mo., June 19-22, 1928 





The outstanding need is for better records. Credit efficiency can- 
not be had with poor credit data. 


difficult a task. The present study 
was made to learn as much as pos- 
sible about the performance of 
credit and accounts receivable de- 
partments in retail stores. By and large, store execu- 
tives are not without standards of comparison by 
which they may judge the effectiveness of their de- 
partments. Indeed, many executives are without data 
regarding their own performances, not to mention 
standards representing what those performances 
should or could be. It was planned, therefore: 

1. That the study would lead to the establishment 
of tentative standards which would give store 
executives some basis for appraising the ef- 
ficiency of their departments ; 

That it would determine what figures stores 
now have regarding the performances of these 
departments ; and 
3. That it would indicate what additional records 
are needed most at present to assist credit men 
in controlling their operations. 
The fundamental ob- 
jective of your Asso- 
ciation in this work 
was to provide means 
for increasing the ef- 
ficiency with which 
credit and accounts 
receivable depart- 
ments are operating; 
in other words, to aid 
credit. men in doing 
their work more sci- 
entifically and more 
successfully.. An in- 
vestigation with such 
objectives could hard- 
ly be made under 
more fitting auspices 
than those (1) of the 
business executives 
concerned and (2) of 
a school created to 
learn and teach the 
principles of effective 
business management. 


NS 


Turn to page 4, please 
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The chief obstacle encountered was the lack of rec- 
ords in the co-operating stores. There was ample 
evidence of the willingness of stores to co-oper- 
ate; of their desire to know the facts and of their 
confidence that the Bureau would protect their inter 
ests by not releasing the figures improperly. Many 


ards can be established. This thought is embodied in 
a formal recommendation in the printed report and it 
should surely be carried out. 

The questionnaire called for information regarding 
regular charge business separately, installment busi- 
ness separately, and regular charge and installment 





stores, however, did not make 
complete reports. This may have 
been due in part to lack of stand- 
ardization in the method of 
keeping records, but we think 
not. Our feeling is that stores 
with any records at all could ad- 
just them to the basis set up as 
standard in the questionnaire. 
The Bureau received a number 
of letters remarking upon the 
clearness and practicableness of 
the questionnaire, and none indi- 
cating that its set-up did not 
conform to trade practice. This 
lack of data constitutes a funda- 
mental weakness in credit de- 
partment administration. The 
difficulty and cost of keeping 
adequate records has been gross- 
ly over-estimated, and the value 
of proper records has been as 
much under-estimated. One of 
the outstanding needs of the 
craft at present is for better rec- 
ords of the operating perform- 
ance of credit and accounts re- 
ceivable departments. If this 
study did nothing but call atten- 
tion to the lack of records and 
stimulate stores to keep records, 
it would be more than justified. 

In view of the lack of records, 
the results achieved are gratify- 
ing. In many instances, the data 
reported were sufficient to yield 
standards which executives may 
use with confidence. In other 
instances the standards are less 
firmly based but still will be of 
considerable value in pointing 
the way. In practically all in- 








TALKES RESIGNS 
AS SECOND VICE- 
PRESIDENT 





Mr. Stephen H. Talkes, Sec- 
retary-Manager of the Associ- 
ated Retail Credit Men and Bu- 
reau, of Washington, D. C., who 
was elected by the Board of Di- 
rectors to fill a vacancy in the 
office of Second Vice-President, 
has tendered his resignation 
from the office because of the 
necessity of devoting all his 
time to the Local Association 
and Bureau in Washington. 

As Chairman of our Service 
Department Committee for the 
past two years, Mr. Talkes gave 
unstintingly of his time to our 
Association, and he feels it 
would be unfair to his Local 
Association not to give it his 
entire time this year. 

The Board of Directors of the 
N. R. C. A. are a unit in ex- 
pressing deep regret that Mr. 
Talkes should leave our official 
family, and accepted his resig- 
nation only out of deference to 
his wishes. 








business combined. In many in- 
stances, the figures for regular 
charge business and for install- 
ment business were markedly 
different. This was especially 
noticeable in the case of the col- 
lection percentages. This being 
true, the figures for the two 
types of business combined vary 
over a wide range depending 
upon the relative sizes of the 
regular charge and installment 
business involved. The Bureau 
believes that the data for the two 
types of business combined are 
less reliable than those for the 
two types separately because of 
the variation from store to store 
in the relative proportions of 
regular charge and installment 
business. Many stores, however, 
submitted only the combined fig- 
ures, and it seemed desirable to 
furnish these stores with some 
standards. The Bureau has es- 
tablished such standards and has 
included them in the printed re- 
port. It seems clear, neverthe- 
less, that stores should keep their 
records in such fashion that the 
cost and performance statistics 
can be arrived at for regular 
charge and for installment. op- 
erations separately. This course 


is recommended. The collection 


percentages for the two types of 
business separately were so dif- 
ferent that the percentages for 
the two types combined would 
be misleading and unreliable. 
The Bureau, therefore, did not 
present such standard percent- 








stances the standards give some light where there was 
none before. These results indicate clearly, however, 
the desirability of proceeding farther along the same 
route ; namely, of conducting additional studies of the 
same sort until the keeping of the necessary records 
becomes general and until thoroughly reliable stand- 


ages in its printed report, although it did prepare 
these figures and will include them in the reports to 
individual co-operators. 

The data made available by this investigation will 
doubtless be of most value when used by individual 


Turn to page 5, please 
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store executives as 
standards for apprais- 
ing the performances 
of their departments. 
Such use requires de- 
tailed comparisons of 
the standard figures 
with the figures for 
the individual stores. 
To facilitate this 
work the Bureau of 
3usiness Research 
will return to each co- 
operator very soon a 
report showing, in 
parallel columns, his 
own figures and those 










and accounts receivable departments, losses from bad 
debts, and salary cost per transaction in the accounts 
receivable department. Also, these statements hold, in 
general, for both regular charge and installment busi- 
ness. This leads at once to the conclusion that the 
type of store and the size of store must be taken into 
account rather care- 
fully in setting the 
standards in this field, 
even in the earlier 
stages of the work. 
Geographic di ffer- 
ences, however, need 
not be studied with 
anything like the 
same care. Apparent- 
ly they can wait until 





for his type of store, 
his size of store, and 
This is 
done in accordance 


his district. 


with the Bureau's pol- 
icy of returning. di- 


after the basic facts 
are known with rea- 
sonable accuracy and 
until the need for re- 
finement becomes 
more pressing. This 





rectly to co-operators 
valuable data which 
will repay them for 
the time and effort 
expended in co-oper- 
ating. - Executives of 
stores which did not 
co-operate can make 
similar use of the figures contained in the printed 
pamphlets. Copies of these, exactly like the ones dis- 
tributed at this meeting, will be sent gratis to all co- 
operators and will be sold to others at 50c each. 

In addition to their use as standards, the figures 
may be made the basis of several broad generaliza- 
tions. The data indicate, for example, that the cost 
of operating credit and accounts receivable depart- 
ments differ in an important degree in various types 
of store (such as, department stores, furniture stores, 
and men’s apparel stores) and in stores of the same 
type having different sales volumes, but the study did 
not disclose such important differences in cost for 
stores of the same type located in different sections 
of the country. For examples of the method of ar- 
riving at these conclusions, please refer to Table 4 
on page 13 and Table 12 on page 30. The figures for 
returns or salary cost in the first table show clearly 
the differences in cost for stores of different types; 
the figures for the same items in the second table make 
evident a tendency for costs to decrease as sales vol- 
ume increases. In general these statements hold for re- 
turns, percentages of salary cost to sales in the credit 





conclusion is some- 
what tentative _ be- 
cause of the small 
number of reports re- 
ceived from many 
districts 


The cost per transaction for installment business is more than The size of these 
twice that for regular charge business. =~ =e © acee 


typical returns per- 


centages emphasizes the importance of knowing just 
what percentage is desirable. Stores should not go 
forward with returns at too high a level, for that in- 
dicates poor selling or disappointing merchandise. On 
the other hand, if returns are lower than normal a 
store may not be aggressive enough in its selling or 
may be placing too many restrictions on customers. 
This may seem to be something outside of the credit 
manager’s province, and it may be. There is no better 
way for an executive to attract favorable attention to 
himself, however, than by drawing conclusions of gen- 
eral significance regarding the business as a whole 
from data relating to his own work. 

It is not my purpose to bore you with figures, espe- 
cially since you all have before you copies of the 
printed report containing complete tables. A few sta- 
tistics, however, will make more clear the general sit- 
uation as revealed by the study. 

Goods. returned by customers represent, as a rule, 
between 11 and 17 per cent of total net charge busi- 
ness. It appears that these percentages are not greatly 
different for regular charge and installment business. 


Turn to page 6, please 
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Doubtless this will surprise many, for it might seem 
reasonable to expect larger returns in_ installment 
business. 

Salary cost for the credit and accounts receivable 
offices average between 1.5 and 2.5 per cent of net 
charge business. The cost may be higher for install- 
ment business than for regular charge business, al- 
though one cannot be sure of this on the basis of the 
reports received. The practice of expressing these 


costs as percentages of total net sales (cash and 
credit) is dangerous, for it makes the expenses seem 
small and insignificant, when really they are sufficient- 
ly high to warrant close study. Credit business must 
carry this extra charge which is equivalent to what 
many stores would consider to be a satisfactory net 
profit. 

Losses from bad debts generally are not more than 
1.0 per cent of sales for either regular charge or in- 
stallment business, and apparently it is easily possible 
to keep the losses down to 0.5 per cent. Many stores 
keep these losses down to 0.25 per cent. It is quite 
likely that the similarity of performance for regular 
charge and installment business as regards returns and 
losses indicates that credit men are learning the prin- 
ciples of installment business and have it under con- 


trol as thoroughly as the regular charge business. It 
is possible, also, that the problems connected with the 
administration of installment business have been sim- 
plified by the fact that more reliable customers are 
using these terms. 

The typical salary cost per transaction ranges from 
2 cents to almost 8 cents. Here again data are meager, 
due to the small number of stores reporting number 
of transactions, but it seems likely that the cost per 
transaction for installment business is more than twice 
that for regular charge business. The need for figures 
on number of transactions and for further use of 
credit cost statistics is pressing. Data on the cost per 
unit have important advantages over percentages for 
many purposes. In the accounts payable departments, 
for example, costs per invoice are being found ex- 
tremely helpful. The reports give some reason for 
saying that stores pay higher salaries to employees 
working on regular charge accounts than to those 
working on installment accounts, and they surely indi- 
cate that salaries in the credit offices usually are from 
$200 to $500 a year higher than salaries in the ac- 
counts receivable offices. Brief thought may suggest 
that this is reasonable and to be expected, from an ad- 


Turn to page 7, please 
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Credit Statistics increase efficiency - 


lack of records increase nothing but worry. 
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ministrative point of view, however, it is much worth 
while to have a precise measure of the typical dif- 
ferences. 

Accurate information on these various costs for 
stores of various types and sizes is urgently needed if 
the credit operations of retail stores are to be con- 
trolled scientifically. That is why investigations sim- 
ilar to this one should be conducted regularly each 
year until a much larger number of stores be- 
come able to report figures and until the set- 
ting of more reliable standards is made possible. 

With respect to the kind of 
credit business done by different 


The widespread use of installment accounts is at- 
tested by the fact that 63 per cent of the department 
stores, 76 per cent of the furniture stores, 42 per cent 
of the jewelry stores, and 91 per cent of the hardware 
stores employ installment credit. In spite of this wide- 
spread use, however, it appears that the regular charge 
account still is the basic form of retail credit. All of 
the stores in four of the six types for which we had 
a reasonable amount of data use regular charge ac- 
counts either exclusively or in conjunction with in- 
stallment accounts, and for the other two types the 


proportions using regular charge 





types of stores, five interesting 


accounts are, respectively, 68 
per cent and 78 per cent. 


conclusions were reached : 

1. Department stores tend 
definitely to use both regular 
charge and installment accounts. 
Of the reporting stores, 63 per 
cent use both forms of credit. 
But when only one form of cred- 
it is granted, department stores 
invariably choose the regular 
charge account. 

2. Men’s apparel stores and 
women’s apparel stores favor 
using regular charge accounts 
only, for 87 per cent and 78 per 
cent, respectively, do so. No re- 
porting store used installment 
accounts only. 

3. Of the furniture stores, 
three-fourths use both regular 
charge and installment accounts. 
Practically all that do not grant 
both forms of credit limit them- 
selves to installment accounts. 
In this regard, furniture store 
practice is directly the reverse of 
the practice in department and 
apparel stores. 

4. Among 


jewelry stores 


there is less uniformity of prac- 


A NEW DEPARTMENT 
FOR OUR CANADIAN 
MEMBERS 


During the past two years 
there has been a wonderful 
growth in Retail Credit organi- 
cation in the Dominion of Can- 
ada, and we now have twelve 
recognized Reporting Bureaus 
in the Dominion affiliated with 
the N. R. C. A. 

Realizing that this is but the 
beginning of an industrial and 
merchandizing development of 
that great country, the Board of 
Directors of the N. R. C. A. 
have authorized the creation of 
an International Department so 
as to render special service fea- 
tures to the Retail Merchants 
outside the United States. 

It is interesting to note we 
now have members in Canada, 
England, France, Italy, Austra- 
lia, Hungary, Holland, Hawai 
and the Philippines. 

It is possible that at a not far 
distant date we will become In- 
ternational in our activities. 











The amount of business done 
through regular charge accounts 
in individual department stores 
is commonly more than eight 
times as large as is the amount 
of business done through install- 
ment accounts. In _ furniture 
stores, the installment business 
is the larger, being two and 
three-fourths times as important 
as the regular charge business. 
Credit business, that is, regular 
charge and installment business 
combined, represents from 40 to 
60 per cent, on the average, of 
the total business of department 
stores, men’s apparel stores, 
women’s apparel stores, and jew- 
elry stores. In furniture stores 
credit business represents about 
go per cent of the total. Also, 
our data indicate that on the av- 
erage, there is outstanding on 
the books from 17 to 20 per cent 
of the year’s sales on regular 
charge accounts and from 50 to 
68 per cent of a year’s sales on 
installments. These facts bring 
one to a new realization of the 





tice regarding kind of credit business done than among 
stores of any other type. The most common practice 
is to offer both regular charge and installment ac- 
counts. This is the policy of 42 per cent of the 
stores. About one-third of the stores use installment 
accounts only and about one-fourth regular charge ac- 
counts only. 

5. Hardware stores as a rule offer both forms of 
credit herein discussed. 

All of these generalizations are of value to stores 
thinking of changing their credit policies. 


importance of retail credits and the retail credit man. 
In all of these stores about half, or more than half, 
of the sales are made on credit. The operations of 
the credit and accounts receivable departments are 
well worthy of careful study. Office costs incurred 
in connection with credit business represent a sizeable 
portion of total costs. Opportunities for increasing 
the efficiency of these departments should not be 
overlooked. Moreover, these facts serve to show how 
important it is for stores to adopt proper credit poli- 


Turn to page 24, please 
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How WesStabilized Automobile Financing 


By C. C. HANCH, General Manager 
National Association of Finance Companies 
Chicago, Illinois 


HIS subject could be more 
“How the 
National Association of 


correctly stated, 


Finance Companies Stabilized Automobile Installment 
Selling and Its Financing.” ‘The two go hand in hand 
and you cannot separate them. 

In order to give you a better impression of what 
has been done, I shall review very briefly the history 
of the selling practices of the automobile industry 
The automobile industry is the only great industry in 
the entire history of the world, which, from its incep 
tion until it became thor 
oughly established, was 
conducted upon a strict 
ly cash basis in every 
angle of the business. 

In the beginning, the 
automobile manufactur 
er was compelled to pay 
cash for his materials 
and labor. Necessarily, 
he was compelled to col 
lect cash from his dealer 
customers, and this lat 
ter practice has pre 
vailed continuously from 
that time until the pres 
ent day. It is, of course, 
true that automobile 
manufacturers who be 
came established, after 
wards were entitled to 


and were offered very 





copious credit accommo 
dations. I think it is 
probably true, today, 


PEPER ASLTE IE THESES ee eee 


An address delivered before the 
National Retail Credit Association 
Convention, at Kansas City, Mo., 
June 19-22, 1928. 





period of the industry. It was not 
a policy; it was purely 
of necessity. The automobile was 
then regarded by practically all bankers as being a lux- 
ury, that it would be a passing fad and fancy, that 
there was no permanent basis for an established busi 


matter 


ness, and the manufacturers of automobiles were 
looked upon as being reckless experimenters and, con- 
sequently, they had no credit at the hands of the 
bankers. The problem of the manufacturer, in the 
early days, was to find a man who could keep the car 
running. There was no 
difficulty in selling the 
cars. There were cus 
tomers standing in line 
waiting to buy them, 
who were willing to pay 
cash in advance before 
delivery of the vehicle 
The problem was to find 
a man who could keep 
the car running, or at 
least make it run ten 
miles out of town and 
The people 
best qualified to perform 


back again. 


that service were the 
men who had had ex- 
perience with bicycles. 
3icyele repairmen 
formed the nucleus of 
the early automobile 
dealers’ organization. 
They had no credit, they 
had no business experi 
ence, they did not keep 





that there is hardly an 
automobile manufactur 
er in the United States 
who is in the banks. This 
condition could not exist except for the fact that the 
automobile manufacturers collect cash from their 
dealers. 

There was always a demand, from a very early 
period, for credit, upon the part of retail purchasers 
of automobiles, and there was always a demand for 
credit upon the part of automobile dealers or mer- 
chants, in order to pay for their floor stock of cars, 


and these demands have led up to what we are now 


talking about. 
You may ask whether it was a policy that resulted 
in the practices which I have described, in the early 


Automobile Finance Companies have 
stabilized the industry. 


books and they would 
not know a debit from a 
credit. Nevertheless, 

they were capable of 
making the automobiles run and they were the men 
who started the business, and as they developed in ex 
perience and in volume of sales, they gradually met 
the demands of the public for the sale of automobiles 
on credit. 

At that time, the dealer took the paper and carried 
it in his own safe. He did not dare offer it to his 
bank, because he would have been ridiculed and prol 
ably his line of credit for his merchandise stock woul 1 
have been withdrawn, if the bank had supposed for a 
moment that he would sell an automobile on credit. 


Turn to page 9, please 








Veve 
a fa 


autor 


Th 
the « 
finan 
loan 
divid 
acqu 
but 1 
hand 
insta 

Tl 
abou 
capil 
scen 
whic 
func 
cars 
was 

W 
lic, 
tion 
thro 
ing 
eral’ 
the 
for 
basi 
opp 
the 
sale 
incr 


df 





us 








THE CREDIT WORLD for August 


© 





How We Stabilized Automobile Financing 


(Continued from page 8) 


Nevertheless, the insistent demand resulted finally in 
a fairly extensive amount of installment selling of 
i1utomobiles. 

This paper, in the pioneering period, was taken off 
the dealers’ hands by such institutions as real estate 
finance companies, industrial loan companies, personal 
loan companies, and, to a considerable extent, by in- 
dividuals connected with banks, who had gradually 
acquired a little personal confidence in the business, 
but they were unwilling to let any of it get into the 
hands of the banks. No dealer could then discount 
installment paper with a bank. 

The amount of this business increased until, in 
about 1915, the demand was great enough to attract 
capital and, at that time, there appeared upon the 
scene the first so-called automobile finance company, 
which specialized in that line of business. Their first 
function was to supply money to the dealer to buy his 
cars from the manufacturer. Their second function 
was to take the retail paper off the dealers’ hands. 

When installment selling was announced to the pub- 
lic, the automobile manufacturers took great excep- 
tion to it; they sent circular letters to the dealers 
throughout the United States, protesting against sell- 
ing any automobiles on credit. That fact is not gen- 
erally understood by the public. It is supposed by 


the public that the greedy manufacturer was crowding ° 


for business, and pushing the dealer for sales on any 
basis. That is not true. The manufacturer at first 
opposed selling on credit, but he soon learned, from 
the experience of the more successful dealers, that the 
sale of automobiles on credit resulted in an enormous 
increase in demand, with the possibility for quantity 


It was a pr>vblem to find a man 
who could keep the car running. 





output of cars. His attitude naturally changed and, 
from that time on, the manufacturer encouraged the 
sale of automobiles on credit, but he was never will- 
ing to help the dealer to the extent of selling the 
dealer cars on credit. 

I will now give you some figures showing the 
growth of automobile sales, and when I give you these 
figures, I want you to get the distinction between the 
sale of new automobiles and the sale of all automo- 
biles, including used cars, which are traded in toward 
the purchase of new cars. The sale of new auto- 
mobiles, today, is only about one-half of the picture. 
As a matter of fact, the present sale of used auto- 
mobiles, in units, is more than one hundred per cent 
of the sale of new cars. 

I have the figures tabulated for nine years, 1919 to 
1927. There were 1,851,000 new cars sold in 1910, 
and 1,086,000 used cars, or a total of 2,937,000. 

I will skip to 1923, when there were 3,793,000 new 
cars sold, 2,594,000 used cars, or a total of 6,387,000 
cars sold in this country. 

In 1926, there were 3,986,000 new cars, and 3,563,- 
000 used cars, or a total of 7,549,000 automobiles sold. 

1927 resulted in a decided shrinkage. There were 
2,998,000 new cars sold, and 3,552,000 used cars sold, 
or a total of approximately six and a half million 
automobiles. 

Now, from your standpoint, you are interested in 
the number that were sold at retail on credit. 

In 1919, there were 1,201,000 new cars sold on 
time, and 483,000 used cars. In 1923, there were 
2,465,000 new cars sold on credit, and 1,421,000 used 
cars sold on credit. In 1926, 2,571 new cars were sold 
on time, and 2,323,000 used cars, a total of 
4,894,000. In 1927, 1,739,000 new cars were 
sold on time, 2,259,000 used cars were sold 
on time. A good deal more than one hundred 
per cent of the sales were used cars. The 
total of last year was 3,998,000 cars sold on 
credit. In other words, approximately a po- 
tential need for 4,000,000 credit reports in this 
business. 

As to the future, it is my opinion that we 
have passed that stage where we may expect a 
steady increase of business in the automobile 
line, from year to year. You may call that sit- 
uation anything you like. It is my judgment 
that, for the year 1928, the domestic consump- 
tion of automobiles will be equal to the aver- 
age of the past five years. It will not be a 
five million car year, but it will be better than 
the year 1927. 

In the early days of installment selling, 
credit terms were very conservative; it was 
the usual practice to demand a forty per cent 


Turn to page 10, please 
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(Continued from page 9) 


down payment on new cars and a fifty per cent down 
payment on used cars, and the deferred payments 
were spread over a period of eight or ten months. As 
the business of installment selling increased, and the 
finance companies came into the field, there was more 
competition and more of a tendency to experiment 
with credit terms. This tendency toward breaking 
down, or making the terms easier, culminated in the 
year 1925. It was perceptible, in 1924, and it resulted 
in a meeting of representative bankers and representa- 
tives of finance companies. These men were seriously 
concerned that there might take place in this great 
industry such a cataclysm as had taken place in some 
other industries where the business had been done on 
a credit basis. 

Most of you are familiar with the fact that, in 
1919, cattle paper could be found in many of the 
banks in America. Cattle loan companies were almost 
as numerous as automobile finance companies. To- 
day, cattle paper, in the average bank, is “as scarce as 
hen’s teeth.” You can find cattle paper in banks in 
the immediate vicinity where cattle are raised, where 
they know the game, know the producers and know 
the hazards, but it is not a general commodity in the 
commercial paper line. Why’ Simply because, in 
the cattle business, they indulged in some long chances 
with credit; they fell into irregularities ; they went so 
far as to finance a sucking calf on the basis of a two- 
year-old steer, and when the banks checked up and 
discovered some of these practices, they passed the 
word along, and cattle paper was taboo. 

The automobile industry did not want any such 
condition to arise in the motor vehicle business, first, 
because it would have caused a cataclysm in 
that business, and would have involved all 
other kinds of business. The automobile busi- 
ness is so great, its consumption of diversified 
materials is so large, and it is the source of 
income to such an enormous number of men, 
if anything upsets the automobile business it 
upsets every business in America, without 
a single exception. 

The representatives of banks and finance 
companies met in the city of Chicago, in De- 
cember, 1924, to devise ways and means of 
preventing such happenings as took place in 
some other industries. After two days of 
conference and discussion, they formed an or- 
ganization known as the National Association 
of Finance Companies and adopted this reso- 
lution : 

“RESOLVED, That effective on or before Feb- 
ruary I, 1925, all finance companies and bond- 
ing companies which guarantee automobile 
retail paper be and they are hereby urged to 


Credit has permitted every one to enjoy the great 
out of doors - with an automobile. 


only purchase, discount, lend upon or guarantee auto- 
mobile retail paper covering the sale, lease or mort- 
gage upon new or used passenger cars for individual 
use, as follows: 

“On monthly installment paper covering new pas- 
senger cars, the maximum maturity of such paper 
shall not exceed twelve months, payable in equal 
monthly installments. On monthly installment paper 
covering new passenger cars, the minimum down pay- 
ment by purchasers shall not be less than one-third of 
the cash or thirty per cent of the time selling price at 
point of delivery, including accessories and equip- 
ment. On monthly installment paper covering used 
passenger cars, the minimum down payment by pur- 
chasers shall not be less than either forty per cent 
of the cash or thirty-seven per cent of the time sell- 
ing price at point of delivery, including accessories 
and equipment, with a maximum maturity of twelve 
months, payable in equal monthly installments.” 

This resolution was submitted to in writing by more 
than'three hundred representative bankers from the 
Atlantic to the Pacific. It was subscribed to by ap- 
proximately three hundred and fifty of the leading 
and representative finance companies. It was endorsed 
in writing by the General Manager of the National 
Automobile Chamber of Commerce, representing the 
automobile manufacturing industry, and by the Gen- 
eral Manager of the National Automobile Dealers 
Association, which is the national trade organization 
representing automobile merchants. 

That appeared to be a rather formidable start, and 
it was a formidable start, but there was much to go 


Turn to page 25, please 
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The Parade of Business 


By MORRIS MAZOR, Vice-President 
Manheim & Mazor 


HE parade of business 

moves rapidly and it is a 

case of getting in line or 
getting out. If you do not stay 
in line the parade will soon move on leaving you 
far behind. 


California 


I notice you have adopted the name “Credit Grant- 
ors.” In asking your President, I was told this was 
done to please the ladies. Now this is a rather belat- 
ed recognition of the Fair Sex. May I first say that 
we had one of the first 
lady Credit Managers in 


Editor’s = Note:- This address de- 
l‘vered at the monthly meeting of 
the Associated Retail Credit Gran- 


tors of Alameda County, Oakland, 


chandise problem, complaints, man- 
agement of the credit office and do 
not overlook the importance of 
watching paid up accounts which 
are the first source of additional business. 

A very prominent Eastern Department Store execu- 
tive remarked that a good Credit Manager of today 
must possess the following qualities: character, 


’ sagacity, confidence, optimism, faith, integrity, tact, 


suavity, diplomacy, alertness, courage, psychology, 
physiology, personality, 





Oakland and during the 
first twenty-five years of 
our business nearly all 
of the credits were au- 
thorized by women. The 
word “grantor” means 
to grant and that is the 
easiest thing a person 
can do. It requires no 
skill or management to 
grant or O. K. all charge 
sales that come before =z 
you. It is the credit re- - 
fuser who must have the 
ability — Particularly 
when the customer al- 
ready owes an extreme- 
ly large bill. Primarily, 
I consider myself a 
credit man, having come 
from the ranks of col- 
lector, to credit manager 
to store manager. 

The Credit Manager 
holds a position of 








intelligence, perception 
and finesse. In addition 
to these qualities, he 
must be an instructor, to 
instruct the public in the 
meaning of credit; an 
executive, to see that the 
organization under him 
possesses those neces- 
sary qualities, and di- 
rects the granting of 
credit in accord with the 
spirit of the profession 
and the institution. This 
is a large order, but it 
can be filled. You will 
notice the words “spirit 
of the profession.” A 
Credit Manager should 














be just as ethical in his 
profession as a lawyer, 
doctor or one of any 
other profession. This 





also means that a Credit 
Manager should pay his 
A Wussexc Je} own bills promptly—not 





honor, trust and respon- 
sibility. He should be 
closely allied with the 
chief financial officer of 
the institution. When you stop to think that approxi- 
mately half of the business of retail institutions today 
is being conducted on a charge basis and the hundreds 
of thousands or even millions of dollars he is respon- 
sible for, you can recognize the importance of his 
position. 

The actions of a Credit Manager may have a marked 
effect in advancing or retarding the growth of a store. 
Passing on credits is only a fair part of the duties— 
in addition there are the collections, returned mer- 


It is the credit competition that has 
hurt credit today. 


ask for too much credit 
either from his own or 
any other firm—not take 
advantage in any way- 
which means “practice what you preach.” Further- 
more, the Credit Manager should be an ambassador 
of good will, particularly skilled in handling com- 
plaints. One of these first rules in handling an angry 
customer is to have them be seated, allowing them to 
have their say first and fully without interruption. 
Then through the proper use of tact an angry cus- 
tomer, in most cases, can be turned into one of the 


store’s real boosters. 


Turn to page 30, please 
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The “Protex-Chex” System 


By A. V. STORER, Manager 
Pomona Valley.Merchants Credit Association 
Pomona, California 


PROVEN deterrent to bad 
A checks and similar forms 
of signature crimes. 
ORIGIN: Official au- 
thorship is given to I. B. English, Chief of Police, 
Pomona, California, under whose auspices it was first 
presented to the Pomona Valley Merchants Credit, 
\ssociation, later to the Peace Officers’ Association 
of the State of California and in whose behalf Au- 
gust Vollmer, the nationally known criminologist and 
Chief of Police of Berkeley, California, presented it 
to the International Association of Police Chiefs at 
Colorado Springs, on June 25th, 1928. 


The development or origin of the “PROTEX- 
CHEX” System was from natural (criminal) causes. 
Bad checks, and by that term is meant all the various 
types and styles of forgeries, false and fictitious “rub- 
ber stamp” fake printings, “hot,” “wet” or just plain 
or fancy forms of spurious paper, the enormous vol- 
ume of which has grown in 
recent years to be a real men- 
ace and terrific burden upon _— 
commercial operations. These a - TNT 
form the cause. Necessity @— «mT 
still being the mother of in- TAA we 
vention. AY WN 


The technical features were § 
first presented by Identifica- 
tion Sergeant James Carroll 
Hughes of the Police Depart- 
ment of the City of Pomona 


“TTT 
it 











to A. V. Storer, manager of 
the Pomona Valley Mer 


chants Credit Association, in 





the fall of 1927. Its effective 
merits being very readily ap 
parent, it was decided to give 
it its first baptism of fire dur- 
ing a period in which its ef- 
fects could be most clearly 
and pronouncedly observed, 
viz: the fall trading period. 
It worked. In conjunction 
with Chief English and Ser- 
geant “Jimmie” Hughes, Mr. 


Editor’s Note:- This is printed 
because of hundreds of re- 
quests for this information. 

















The bad check kiter shuns those protected by 
the ‘‘Protex-Chex’’ System 


Storer then called a meeting of the 
various merchant credit bureaus of 
Southern California, all of whom 
are members of the California 
Association of Retail Credit Bureaus. What it was, 
what it meant and what it has done was explained 
and it, from thereon, spread out and was adopted by 
practically all the smaller cities of the southland. 


It is not a commercial adventure. It is an idea 
based upon well established international experiences. 
It has a fundamental foundation and is positive. Not 
being a mere publicity stunt or having a “commission” 
or “royalty” hold out, the above named men were 
called upon in rapid order to show its cards to the 
various merchant groups. 


HISTORY: Proposed by Chief I. B. English un- 
der the auspices of his department, it was thoroughly 
explained in its technicalities by Sergeant J. Carroll 
Hughes to the Pomona Valley Merchants Credit 

Association. Advocated to 

and adopted by Southern Dis- 

trict, California Association 

Retail Credit Bureaus in April 
i. 1928. Approved by Peace Of- 
/ ficers Association of the State 
of California at their seventh 
annual convention at Sacra- 
mento, November 14, 15 and 
16, 1927. Described in brief 
and recommended to the con- 
sideration of the National 
Retail Credit Association by 
A. V. Storer, May, 1928, and 
by headquarters officers that 
St. Louis broadcast in the 
“Yellow” bulletin in June, 
1928. 


Introduced to the Interna 
tional Association of Police 
Chiefs in 35th annual conven 
tion at Colorado Springs, 
Colorado, June 25, 1928, 
and adopted. As | stated 
to and by the convention it 


Turn to page 13, pleas’ 
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The “Protex-Chex” System 


(Continued from page 12) 


was in line with the convention’s platform of crime 
prevention, and many chiefs saw in it the great pos- 
sibilities of stopping the passing of worthless checks 
through psychological introduction of the finger-print- 
ing demand made by the “PROTEX-CHEX” endorse- 
ment. When God decreed that no two persons should 
be identically alike He gave us the basis for the 
“PROTEX-CHEX” System. It has been wisely said: 
“A request for identification is no reflection on hon- 
esty, as an honest person fears nothing that will es 
tablish his positive, personal identity.” The theory 
on which the “PROTEX-CHEX” System is based 
is that an honest stranger desiring a check to be 
cashed will not object to placing his finger prints on 
his checks, whereas the crook will “balk” at such a 
course which he knows will be an absolute identifica- 
tion of his forgery. Its technique and application now 
having been requested by the Associated Retail Credit 
Men of New York City, Inc., and many other similar 
groups throughout the United States, it may now very 
truly be considered as having made the grade “from 
coast to coast.” 

TECHNIQUE: First it must be admitted that uni- 
formity of presentation be preserved. The adoption 
or espousal of any other similar ideas based on the 
same general lines or using somewhat similar titles 
would be most disastrous to the effect necessary and 
would be most undesirable. To cheapen it by “copy- 
eat” imitation methods would materially reduce its 
results. Being fundamental in its basis it should be 
preserved in its identity and as there is no commercial 
tang to it, the reasons for these pre-requisites can 
readily be accepted. First there should be the dis- 
play in or on the main door or show window or win- 
dows of the business establishment, an attractive yet 
dignified, unobtrusive yet readily identifiably trans- 
parency or other sign setting forth that the “PRO 
TEX-CHEX” System is used in the place of busi- 
ness in connection with the cashing of checks. There 
in lies ninety-nine per cent of the effect or result. So 
far uniformly printed cards or placards have been 
used, but some observation in connection with artistic 
essentials in show window problems makes the “trans- 
parency” most desirable and effective and to this end 
and purpose same are now being designed for print- 
ing and circulation. 

Beside or beyond this poster or transparency dis- 
play the only mechanical necessities are an ordinary 
ink pad (such as is used with rubber stamps) and a 
small portion of soft cotton cloth.- This last is sup- 
posed to be for the wiping of the fingers—but experi- 
ence has shown that it will not get much soiled as it 
will be very seldom used. You will understand why 
later. Operation is simple. 


Persons desiring to have checks cashed are the sub- 
jects. Strangers—not those well known to those called 
upon—are those upon whom the “PROTEX-CHEX” 
System is applied. Strangers desiring to have a check 
cashed are required to leave the imprint of the outer 
nail joint of the index, middle and ring fingers of the 
right hand placed simultaneously on the reverse side 
of the check under the indorsement, or if it is given 
in person by the payer, the prints to be placed to the 
left of the payer’s signature on the face of the check. 
These finger prints on an honest and honored check 
will thereafter automatically return to the maker with 
his bank statement. 

REACTION: The honest person (untainted by fic- 
titious or “high brow” standards) is not afraid of his 
or her finger prints. They are the one positive, per- 
sonal, unimitable marks of a God-given identity. 
Theirs and theirs only. 


To the crook, finger prints are the one pre-eminent 
thing to be avoided, to be avoided with gloves, rubber 
gloves if necessary. The crook may, yes, can and 
does change clothes, autos. names, even facial ap- 
pearances or color, address, references, system or 
method of operating in his movements from one store 
to another, but those tell-tale finger prints he cannot 
change. He knows it. The victimized merchant may, 
yes, does generally forget (as a matter of fact if he 
had any necessity to establish memory he would not 
subject himself to the risk) face, general appearances, 
size, apparent age, even the color, auto or other super- 
ficial observations and often even cannot or will not 
identify even when the actual culprit is before him 
for that very purpose, but the finger prints depend 
upon no faulty memory or timidity—they are positive, 
inexorable. Here also handwriting fails. Handwrit- 
ing experts can render absolutely nothing better than 
an opinion. Criminal and civil action repeatedly find 
experts on both sides each disagreeing with the other. 
Handwriting, not being a science positive and invar- 
iable, its best experts cannot declare, in unequivocal 
terms “that is that” or “such and such,” but must com- 
fort their clients of hearers with “it is similar to.” 
Theirs is but a science of opinion subject to challenge. 
No one will deny this. The result is that the crooked 
stranger will not do that thing which is equivalent 
to signing away his liberty. 

The impression evidenced by merchant groups in 
their first contact with the prospect of presentation 
was (admittedly is and will be) that so many worthy 
persons will either misunderstand or frankly (from 
false social standards) object to the application of the 
“PROTEX-CHEX” System to them, that the result 
will be loss of trade. Experience bears to the con- 


Turn to page 27, please 
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Retail Credit in Canada 


By A. G. DONALDSON, Credit Manager 
Hudson Bay Company 
Winnipeg, Canada 


é ae is my first visit to an 
Annual Convention of the 
National Retail Credit 19-22, 1928. 
Association, this year being held at the “Heart of 
America,” and in one of the largest and most magnifi- 
cent Temples of its kind on the American continent, 
and its stage decorated with the Stars and Stripes 
and the Union Jack, standing side by side, and may 
they ever be found in this manner. 

I wish especially to thank Mr. D. J. Woodlock, 
your able General Manager, for the kind invitation 
extended to me, giving as it does an opportunity of 
meeting under such pleasant circumstances, so many 
of those to whom I have already become so warmly at- 
tached, and from whom I shall be sorry to part. 

In 1926, I had the pleasure of visiting the Twin 
Cities, and meeting and dining with a number of the 
credit men, some of whom I am glad to meet again at 
this Convention. At that visit I was much impressed 
at the co-operation between the credit men, and also 
interested in the Credit Bureau operated in Minne- 
apolis. I might state that the Bureau owned and con- 
trolled by the Retailers of Winnipeg has been in- 
debted to the Minneapolis Credit Exchange on more 
than one occasion for their valuable assistance in 
building up the Exchange. 

On speaking to you relative to Retail Credit Exten- 
sion in Canada, while I have resided in every Province 
in Canada, west of Nova 
Scotia, during the twenty-two 
years I have been in Canada, 
I have lived in Winnipeg for 
twenty years, so that I am in 
a better position to tell you of 
conditions relating to Winni- 
peg and the territory extend- 
ing through to the Pacific 
Ocean. A territory consisting 
of no less than 1,040,840 
square miles, or slightly over 
one-third of the entire United 
States. 

Retail Credit in Canada 
had its beginnings as far back 
as 1670, when the Hudson 
Bay Company established its 
first post. At that time credit 
was given the Indians prior 
to the hunting season, when 
the Company outfitted the 
Indian with all the necessities 


An address before the convention 
of the National Retail Credit Asso- 
ciation at Kansas City, Mo., June 





Credit was given the Indians prior to the 
hunting season. 


for feeding himself, blankets, and 
trapping equipment. The Company 
also taking the responsibility of 
feeding and clothing the trapper’s family while the 
trapper was away. 

When the Indian hunter returned to the Post with 
his furs, the Post Manager separated, sorted and val- 
ued the furs, giving him credit for the full amount, 
and after deducting the value of supplies given the 
Indian and his family wooden tally sticks were given 
him for any surplus, there being no form of currency 
at that time, and with which the Indian could make 
purchases later on at the Post. 

In those days, the Post Manager was also his own 
Credit Manager, and had many advantages as com- 
pared to those of us in the Credit Granting Profession 
today. In the first place, the majority of the Post 
Managers were Scotch, I believe a few from around 
Aberdeen, so that their first care was rather the care- 
ful granting of credit, plus profit, than to the more 
modern method of going after “increased volume” by 
way of the credit department. 

That years ago managers were inflicted with unde- 
sirable applicants for credit may be gathered by the 
remarks in one Manager’s diary, which had to be 
written up daily as follows: 

“Saturday, March 14, 1891. The usual impecunious 
crowd of plausible mendicants were around.” 

The company before con- 
‘federation under its charter 
being able to make laws, im 
pose penalties and punish- 
ment, and to judge in all 
causes civil and criminal ac- 
cording to the laws of Eng- 
land, even employing armed 
force, the manager had an ad- 
vantage in those days, which 
at times I -feel the credit 
manager of today would like 
to have. We are, however, 
more interested with what is 
going on today, and what will 
happen tomorrow. 

Retail Credit in Canada is 
increasing in volume each 
year, though at the present 
time, credit sales of larger de- 
partmental stores in Western 


RRR Na DAS 
Canada having a_ regular 
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Retail Credit in Canada 


(Continued from page 14) 


charge and deferred payment plan, amount to approxi- 
mately thirty-five per cent of the total sales. A per- 
centage which I believe corresponds more to your 
“Cash Sales” volume. 

Losses in western Canada, for the larger depart- 
ment stores, approximate one-half of one per cent on 
regular charge accounts, and one-twentieth of one per 
cent on deferred payment accounts. 

However, so far as eastern Canada is concerned, | 
am giving you the following information on the three 
largest cities in the Province of 


loss on pianos returned owing to uncompleted pay- 
ments is shown on their balance sheets as ‘loss of 
profit on instruments returned.” This amounts 
roughly speaking to five per cent. With regard to reg- 
ular charge accounts, the losses of our principal de- 
partment store average from one-fourth to one-half 
of one per cent.” 

Then the third city quotes as follows: “Several re- 
tail concerns interviewed report no regular credit de- 
partments, if they are satisfied a charge account is 

opened, and bills rendered 





Ontario and Quebec, obtained 
from a source which I believe to 
be reliable. 

One city reports: “Apparently 
no statistical record is kept by 
any local agency in reference to 
subject matters. The department 


ATTENTION DEPART- 

MENT OF WOMEN’S tically nil, unless the subject 

WEAR STORE CREDIT 
MANAGERS 


The minutes of the Depart- : 
ment Store and Women’s Wear retail accounts is exceedingly 


monthly. Losses on deferred 
payments or otherwise, are prac- 


clears out. The customers here, 
are more or less regular, and it 
is claimed the loss percentage on 


stores are somewhat timid on Group Conference at Kansas small.” 


disclosing definite figures relat- 
ing to same, but informed us 
that in matters of charge ac- 
counts percentage losses are proceedings 
materially less than that of one- 


City are an educational study 
which should be analyzed by 
every Credit Manager. 


We would like to publish the 


In Canada, we have no Do- 
minion wide credit association, 
but as my company operates 


the CREDIT seven large stores in western 


half of one pe cent, and that 
the percentage loss covering de- 
ferred credits is less than that 
included in the foregoing charge 
accounts. Unfortunately, specific 
figures have not been submitted. 
The deferred payment plan, we 
are informed, ordinarily repre- 
sents twenty-five per cent cash, 
and the balance extended over 
six equal monthly payments 
with occasional sales effected on 
ten per cent deposit, in place of 
the customary twenty-five per 
cent, and with subsequent pay- 
ments also on six monthly equal 
payments. Commodities sold as 
above are secured by lien which 
represents the company’s name 
clearly shown on same. The 
regular charge accounts here 





Wor.p, but space does not per- 
mit. The cost of reporting and 
printing is an item which is not 
provided for in our National 
Budget, but hundreds of requests 
for a verbatim copy have caused 
Mr. Frank Batty, General Group 
Chairman, to request the Na- 
tional O ffice to prepare copies of 
this Group proceedings, feeling 
confident every Credit Manager 
will be willing to pay his share 
of the expense 

Acting upon Mr. Batty’s sug- 
gestion, we are now preparing 
these minutes. They will be 
ready for distribution about Sep- 
tember 1. The price will be 
$2.00 per copy, simply enough to 
cover cost of Reporting, Revis- 
ion, Printing and Mailing. Send 
in your order now, so we can 
estimate how many copies to 
print. 








cities, besides smaller stores to- 
gether with some three hundred 
trading posts, twenty-two of 
which are north of the Arctic 
Circle, I believe that the figures 
I am giving you for western 
Canada are approximately cor- 
rect. 

The large department stores 
in Canada sell under the de- 
ferred payment plan the follow- 
ing merchandise: “Furniture, 
House Furnishings, Heavy 
Hardware, Musical Instruments, 
and Fur Coats.” Some of the 
stores selling on a basis on ten 
per cent down and others twen- 
ty per cent, and in the majority 
of cases payment being spread 
over a period of ten months, and 
to which is added a carrying 
charge. So far the selling of 





appear to consist of monthly charge accounts payable 
on the tenth of the following month.” 

Another city quotes: “We have canvassed the trade 
here and find that on deferred payment accounts in 
the furniture trade, the loss amounts to as much as 
five per cent among those houses who trade with the 
lower classes. A large piano concern, however, that 
deals with all classes in the community, claim they do 
not lose one-eighth of one per cent. But the item of 


wearing apparel and jewelry is being confined to spe- 
cialty stores who handle this line of merchandise. 
Our larger stores operate beauty parlors, so far, the 
charges have either been paid in cash or charged to 
the customer’s regular charge account, but on one day 
recently we had two lady customers apply at the Credit 
Department to have permanent waves, costing twelve 
dollars each, placed on deferred payment accounts, so 


Turn to page 28, please 
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Interlocking Credit Control 


By GUY H. HULSE, Sec’y and Educational Director 


dising conditions, cannot be properly safe- 
guarded save and except through interlocking 
credit control. ‘This sort of control may not be had 
in any community except through the whole-hearted 
co-operation of the retail interests of that community. 
The perpetuation of our present prosperity seems to 
hinge on two things 
(a) Mass production 
(b) Mass consumption. 
These two things have brought about a wide distribu- 
tion of all commodities. They have also reduced the 
price of commodities until many so-called luxuries are 
now a part of the daily life of the humblest work- 
ing man. 


R ‘sie’ BUSINESS, under modern merchan- 


In order that mass production and mass consump- 
tion may freely function, a third requisite has entered 
our commercial life on a tremen- 


placed before you by your Bureau. On these facts 
only may you base your judgment in intelligent credit 
extension. 

It has been said that “deat beats” are not born— 
they are made through unintelligent credit extension 
on the part of the Retail Merchants, the Professional 
Men and the Bankers of the country. Intelligent 
Credit Executives do not contribute to the moral delin- 
quency of the citizens of their city and contiguous 
territory. 

Yet, even in this enlightened day and age, some 
Credit Executives, some Retail Merchants, insist that 
they can judge of a man or woman’s credit worthi- 
ness by merely “looking them over.” They depend 
upon that sixth sense known as “intuition.” “Intu- 
ition” has bankrupted many a perfectly good business. 
Reliable facts, properly applied, never have. There 
was a time not so long ago, when 





dous scale; namely, /nstallment 
Selling. 

Herein lies the necessity for a 
careful analysis and supervision of 
Retail Credit. In the “good old 
days” (the pre-war days) passing 
on credit by the “eye ball” method 
was quite sufficient. Those days 
have gone, apparently never to re- 
turn. In 1925 Installment Sales 
reached the tremendous aggregate 
of $6,500,000,000. This figure, al- 
though not alarming, is sufficient 
proof of the need for an increas- 
ingly careful supervision of retail 
credits. Mr. C. C. Hanch, in his 


Washington. 





CO-OPERATE WITH 
YOUR GOVERNMENT 
The United States Depart- 

ment of Commerce has start- 

ed a survey of Retail Credit 
conditions. Our thousand Re- 
porting Bureaus have been 
supplied with official ques- 
tionnaires for every Merchant 
in their community, and we 
urge that they distribute these 
at once, and the Merchants fill 
in the questions without de- 
lay, returning the blank to the 
Department of Commerce at 


Help us to get accurate and 
dependable statistics. 


retail merchants sent their salesmen 
down rivers in skiffs and into the 
backwoods with horse and buggy. 
‘There was a time, too, when our 
mothers were content to buy rancid 
lard from an open vat, stale crack- 
ers from a barrel, bulk coffee from 
a box, grinding it at home in the 
little grinder screwed to the edge of 
the kitchen table. Modern business 
methods have changed all this. 
Commodities are now purchased in 
sanitary individual packages. 

Have the Credit Departments of 
of the stores of America kept pace 
with improved merchandising meth- 








splendid address before the Kansas 
City Convention (which will be found elsewhere in 
this issue), says that there were 3,997,000 automobiles, 
new and used, sold on credit in 1927. Your custom- 
ers are the purchasers of these automobiles. Are they 
obligating themselves beyond their capacity to pay? 

Some of them are. It is a part of your duty to 
get all of the facts in order that you may pass on 
each credit application intelligently. 

There is but one way in which you may get all of 
the facts and that way is to first deposit ALL of your 
information—the good—the bad—and the indifferent, 
with your Credit Bureau, and second to draw on this 
information not just when you may be in doubt but 
always. ‘This is real interlocking credit control. 

Quite frequently it is decidedly better to say “no” 
than to say “yes.” But “yes” and “no” can only be 
said intelligently when all the facts are assembled and 


ods? If they have not, the fault is, 
in a measure your own. Do Credit Executives really 
appreciate their tremendous responsibility? Sixty-five 
per cent of the nation’s business is done on some kind 
of credit. This vast volume flows through their hands. 
On their intelligence—on their judgment—in credit 
extension, rests our collective future prosperity. 

Interlocking credit control is the answer. 





Beginning with the September issue the 
Crepit Wortp will devote several pages to a 
special department featuring collection meth- 
ods and practice. See that your Collection 


Manager reads the Crepit Wor... 
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Report of Resolutions Committee 


The following Resolutions were adopted unanimously by the National Retail Credit 
Association, in Convention at Kansas City, Missouri, June 21, 1928. 


MEMORIAL, TO MR. HELLER 

WHEREAS, during the past year, the Organization 
has lost, through death, one of its staunchest members, 
a man who has been active in our ranks for many 
years, and whose loyalty to our organization stands 
unchallenged ; and 

WueEnrEAS, In the death of our past president, Eman- 
uel B. Heller, our organization has not only lost one 
of its most valued officials, but the credit grantors of 
the United States have lost one of their staunchest 
friends and co-workers; therefore, 

Be Ir REsoivep, That this Convention express its 
sorrow on the loss of our valued friend and co- 
worker ; and 

Be It FurtuHer REsoived, That this resolution be 
made part of our permanent records, and that a copy 
be sent to the immediate family of Mr. Heller. 


THANKS TO KANSAS CITY 

Wuereas, The arduous work of caring for the 
housing and entertainment of those who have attended 
this Convention, together with the time and effort 
spent in arrangement of the many details in connection 
with the preparation and carrying out of the program 
of this, the Sixteenth Annual Convention of the Na- 
tional Retail Credit Association, has been most ably 
and thoroughly performed by a host of hospitable 
Kansas Citians; especial thanks are due to all of the 
committees in charge of the various activities, to the 
Convention Bureau of the Kansas City Chamber of 
Commerce, to Ararat Temple Ancient and Accepted 
Nobles of the Mystic Shrine, to the Kansas City, Kan- 
sas, Retail Credit Group, and to Mr. P. M. Strayer, 
Mr. M. G. Riley, and to Mr. A. P. Lovett, of the Kan- 
sas City Association; therefore 

Be Ir Reso.vep, That it is ordered that the sincere 
thanks of the Convention be expressed to all who as- 
sisted in making the meetings so successful, and that 
a copy of this resolution be sent to the organizations 
and individuals above named. 


CREDIT BUREAUS 
Wuereas, In order to safeguard credit, it is highly 
advisable that there be maintained in each of the estab- 
lished trading centers, a bureau which will provide a 
medium for the clearing of the credit information of 
the community, and its adjacent territory; therefore 
Be Ir Resotvep, That we urge the establishment 


Max Meyer, Chairman 
Robert Stern 

W. B. Brinkman 

H. S. Duley 


of such credit bureaus in centers where such service 
is not now available, to the end that eventually the 
retail merchants in every section of the country will 
be able to secure a complete credit report on the resi- 
dents of their communities ; and 

3— It FurtTHER Resoivep, That when newcomers 
arrive, complete antecedent information from former 
places of residence may be obtained. 

THE RETAIL CREDIT SURVEY 

The National Retail Credit Association, in annual 
convention assembled, thanks the President of the 
United States, the Secretary of Commerce, and the 
Director of the Bureau of Foreign and Domestic Com 
merce, for inaugurating the survey of retail credit, 
thereby indicating in no uncertain degree the interest 
of the administration in the welfare of retail units and 
of consumers. This survey, in the opinion of this 
convention, and as has been demonstrated by the deep 
interest already displayed by the boards of trade, 
chambers of commerce, organizations of women, or- 
ganizations of labor and nation wide organizations 
generally, demonstrates the need for it and its impor- 
tance to the nation. 

Recognizing the very great importance the Depart- 
ment of Commerce now plays in assisting the busi- 
ness man to solve his problems and thereby insuring 
steady employment at commensurate wages for the 
toilers of the country, the National Retail Credit Asso- 
ciation hereby stresses the importance of having as the 
next Secretary of Commerce a man who, by training 
and experience, fully measures up to the standards 
set for this office by the present incumbent. 

Recognizing this necessity, the convention resolves: 

1. That it is our desire to express our thanks to 
the President, to the Secretary of Commerce, and to 
the Director of the Bureau of Foreign and Domestic 
Commerce for the interest taken in connection with 
the problems of retail units through the retail credit 
survey now being conducted. 

2. That we pledge ourselves to continue in co-op 
eration with the Department of Commerce, to the end 
that the usefulness of that Department may be main 
tained at its present high standard of efficiency and 
of value to the nation and to industry 

3. That copies of this resolution be forwarded to 
the President of the United States and to nominees of 
the Republican and Democratic Parties. 


Turn to page 26, please 
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Dresses, Fashions and Credits 


A CREDIT EPISODE 


By MRS. ZELLA HENRY BLACKSTONE 


Scene: The Credit Manager’s 


office. 
Place: Any Pittsburgh store. 
Time: A busy afternoon on 


April 23, 1925. 
Characters: Mrs. Pay-Slow-Lee, 
who is making application for a 


and HARRY E. WILSON 


Editor’s Note:- This is one of the 
educational features broadcast by 
the Pittsburgh Credit Bureau and 
Retail Credit Men’s Association, 
over Station WCAE. 

The principals in this interesting 
episode are Mrs. Zella Henry Black- 
stone, wife of ColonelFranklinBlack- 
stone of Frank & Seder Co., and Mr. 
Harry E. Wilson, Credit Manager of 
Gimble Bros. 


of charge customers. May I ask 
how long it has been since you used 
your charge account at our store?” 

Mrs. Slow-Lee: “Why, I never 
said I had a charge account here. 
I have never taken advantage of 
the convenience of a charge ac- 


charge account, and wishes to take 
the latest style dress that she has selected with her. 

Mr. Credo: Assistant Credit Manager, who inter- 
views the customer. 

Mrs. Pay-Slow-Lee: “Are you the credit manager ?” 

Mr. Credo: “The credit manager is attending a 
very important meeting of the Pittsburgh Credit Bu- 
reau af-fil-li-at-ed with the National Retail Credit 
Association which has credit bureaus in a thousand 
other cities, on credit co-operation, but I am one of his 
assistants and will be glad to render you every pos- 
sible service.” 

Mrs. Pay-Slow-Lee: “Well, I suppose you will do. 
I am Mrs. Pay-Slow-Lee of 944 California avenue, 
Avalon, and I want to know why I should have to 
wait all this time on the second floor, and then be 
asked to waste more time to come all the way up here ? 
Why was my charge held up—isn’t my credit .good 
at this store?” 

Mr. Credo: “We are very sorry to inconvenience 
you, Mrs. Pay-Slow-Lee; but we cannot pass the 
charge for your latest style 
dress, as we have not been 
able to locate your name in 
our accounts. Perhaps, you 
have just recently moved to 
California avenue, and the 
credit department has _ not 
been notified of your change 
of address ?” 

Mrs. Slow-Lee: “No, I have 
been living at my present ad- 
dress for several years; there 
is something wrong with your 
credit department.” 

Mr. Credo: “We are not in- 
fall-i-ble, of course, Mrs. Pay- 
Slow-Lee; but after a most 
careful search, we cannot lo- 
cate your name in.our index 





May I fill out an application for you, 
Mrs. Pay-Slow-Lee? 


count in your store. If you are so 
particular about your list of charge customers, I don’t 
believe that I want to be on it. You can cancel the 
charge—good afternoon.” 

Mr. Credo: “Just a moment, Mrs. Pay-Slow-Lee. 
Am I to understand that you have not previously made 
application for a charge account with us?” 

Mrs. Slow-Lee: “I have never opened an account 
here, I was told you were always glad to charge mer- 
chandise.”’ 

Mr. Credo: ““We are always glad to open new 
charge accounts with persons of a good credit rating 
which is established by the manner in which they pay 
their bills. May I fill out an application for you?” 

Mrs. Slow-Lee: “Well, I don’t know. I have wasted 
too much time already, and I don’t want to go through 
a lot of red tape.” 

Mr. Credo: “There is very little red tape. And I 
will just fill this out for you. Your name in full 


1s 


Mrs. Slow-Lee: “Mrs. Pay-Slow-Lee.” 

Mr. Credo: “And the home address as entered on 
the sales check is 944 Cali- 
fornia avenue, Avalon. Is 
your husband in business or 
employed ?” 

Mrs. Slow-Lee: “What has 
my husband’s business to do 
with my charge account? He 
is an efficiency engineer for 
Blank and Blank, but I don’t 
want you to telephone his 
firm and ask _ impertinent 
questions.” 

Mr. Credo: “It is not our 
desire or intention to annoy 
your husband’s employer in 
any way; the business connec- 
tion is a matter of impor- 
tance when granting credit. 


Turn to page 19, please 
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Dresses, Fashions and Credits 


(Continued from page 18) 


You live in your own home, I presume?” 

Mrs. Slow-Lee: “Oh, yes; we bought a new home 
recently, but have not moved yet. We made a small 
payment down, and are going to pay the balance like 
rent, you know.” 

Mr. Credo: “From whom did you buy it, Mrs. 
Pay-Slow-Lee ?” 

Mrs. Slow-Lee: “I don’t remember, but it is an 
Irish name and their offices are in the East End.” 

Mr. Credo: “The East End has a number of very 
good Irish real estate companies. (Pause.) I pre- 
sume, as a matter of convenience, you have a personal 
checking account?” 

Mrs. Slow-Lee: “Well, now, 
I'll tell you; my husband 
gives me a monthly allowance 
which I deposit in the bank, 
but I can’t think of its name— 
Mr. Sallee is the credit man- 
ager—do you know Mr. Sal- 
lee?” 

Mr. Credo: “Yes, I know 
Sallee very well. He is a past 
president of the Retail Credit 
Men’s Association.” 

Mrs. Slow-Lee: “My hus- 
band simply won’t have any- 
thing to do with our bills; so 
I have to pay all of them out 
of my monthly allowance ;— 
and, do you know, my allow- 
ance is either not large 
enough, or the bank has a 
very poor bookkeeping sys- 
tem, * * for almost every 
month some store or grocer 
or butcher telephones me that 
my checks have been returned 
from the bank 
‘N. S. F’” 

Mr.: Credo: “Well; were 
the checks given by you in 
payment of store accounts ?” 

Mrs. Slow-Lee: “Oh, yes; I have charge accounts 
at most of the stores. But why do you ask me that?” 

Mr. Credo: “Well, you see, Mrs. Slow-Pay-Lee, all 
the leading stores and specialty shops in Pittsburgh, 
as well as many business and professional men, are 
members of the Pittsburgh Credit Bureau, and there 
is very close co-operation in the exchange of credit 
information between stores.” 

Mrs. Slow-Lee: “Do you mean that the Bureau will 
telephone all those stores for information regarding 

val manner in which I pay my bills?” 
. Credo: “Yes, that is the usual procedure be- 


marked 





fore opening a new charge account. Now, in your 
case, Mrs. Pay-Slow-Lee, our credit clerk received 
your charge but could not locate your account in our 
records. I am sorry, but we had to call you to the 
credit office, but you know all persons must be identi- 
fied in some way when opening an account. Refer- 
ences are usually mentioned.” 

Mrs. Slow-Lee: “I can refer you to Black & Com- 
pany, Front & Sankey, Blue Bell Department Store, 
* * Come to think of it, I don’t have a regular charge 
at Black & Company. You can remove their name.” 

Mr. Credo: “Certainly, I will cancel their reference 
if you wish. Now, please read 
the application form and 
sign it. Thank you.” 

Mrs. Slow-Lee: There, I 
have signed it, and if that is 
all, I will take the dress and 
go home, for I have wasted 
entirely too much time.” 


Mr. Credo: “Well, you see, 
Mrs. Pay-Slow-Lee, it will 
require a little time to clear 
your reference through the 
Bureau, and I would suggest 
that if you are in a hurry to 
get home, that you allow us 
to send the dress on tomor- 
row’s delivery, if the credit 
rating will enable us to open 
the account.” 

Mrs. Slow-Lee: “Well, of 
all things! Do you mean to 
say that after all this time 
and this information that I 
have given you, I cannot take 
the dress home with me?” 








Mr. Credo: “I am _ very 


I appreciate your call, and I know you have sorry, madam, but I assure 
learned the true value of credit. 


you that your application will 
receive the personal and 
special attention of the credit manager.” 

Mrs. Slow-Lee: ‘Well, if that adorable dress is not 
on the morning’s delivery, I don’t want it. Good 
afternoon.” 

Mr. Credo: “Good afternoon, Mrs. Pay-Slow-Lee. 
(Pause) This application don’t look so good to me, 
but I will get busy on it at once. I will telephone the 
Pittsburgh Credit Bureau for a quick report.” 

’Phone rings. 

Mr. Credo: “Hello, Credo speaking—is this Mr. 
Buckeridge, Bureau Manager? I have an application 
here for a Mrs. Pay-Slow-Lee, 944 California avenue, 


Turn to page 29, please 
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Another Reason for 
Retailers Supporting the 








Collection Departments of Our Local 
Associations 


James W. Chilton, receiver for 
the Creditors Adjustment Cor- 


. poration of St. Louis, estimates 


the company is short in its ac- 
counts with its clients more than 
$100,000.00, with a possibility of 
the sum reaching One Million 
Dollars when a final check is 
made. 


Itis the same old story of a 
contract with a retainer fee anda 
guarantee to collect if certain 
specific procedure is followed; a 
system which has been criticised 
by the N. R. C. A. for years. This 
particular company was originally 
incorporated in 1915, and has sold 
approximately nine thousand con- 
tracts. 


We have repeatedly pointed 
out there is always a “nigger in 
the wood-pile” in such contracts, 
no matter how beautifully en- 
graved, or how many gold seals 
they carry. 


ow 


Why throw good money after 
bad by encouraging such people? 
Give your collections to your 
Local Credit Associations, on a 
fee which you’ know will enable 


them to give you dependable 
service. 


Cw 


It appears to bea tough job to 
convince the Retailer he can not 
get something for nothing and 
should investigate before he sub- 
scribes for any collection service. 


s 





























MEMBERSHIP PRIZE 
WINNERS 

The following are the winners of 
the prizes offered in connection 
with Past President Meyer’s cam- 
paign for 5,000 members: 
The Presidents’ Award—$200.00. 

To State Chairman whose State 
produced greatest number new 
members. 

Won by A. J. Kruse, Manager, 
Associated Retail Credit Bu- 
reau, St. Louis. State Chair- 
man for Missouri. 

The First Vice-President’s 
Award—$100.00. 

To State Chairman whose State 
produced second greatest num- 
ber of new members. 

Won by Robert Stern, Credit 
Manager A. Harris & Com- 
pany, Dallas, Texas. State 
Chairman for Texas. 

The Second Vice-President’s 
Award—$150.00. 

To Local Chairman whose city 
produced greatest membership 
gain. 

Won by P. G. Hedges, Memphis, 
Tennessee. 

The Manager-Treasurer’s 
Award—$75.00. 

To Local Chairman whose city 
produced second greatest gain. 

Won by J. E. Ziegelmeyer, Huey 
& Philp Hdwe. Co., Dallas, 
Texas. 

Secretary’s Award—$150.00. 

To individual securing largest 
number of new members. 

Won by A. P. Lovett, Hettinger 
Bros. Mfg. Co., Kansas City, 
Missouri. 

Service Department Chairman’s 
Award—$100.00. 

To individual securing second 
largest number of new mem- 
bers. 

Won by J. D. Morton, Credit 
Bureau, Waukegan, Illinois. 

Directors’ Award—$75.00. 

To individual securing third 
largest number of new mem- 
bers. 
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Won by Gus Miller, Milwaukee, 
Wisconsin. 

Convention City Award—$50.00. 

To individual securing fourth 
largest number of new mem- 
bers. 

Won by C. A. Mohn, J. G. Nueb- 
ling Company, Reading, Penn- 
sylvania. 

Good Will Award—$100.00. 

To Bureau Manager whose ef- 
forts impressed the Committee 
most favorably. 

Won by M. G. Lieberman, 
Credit Memphis, 
Tennessee. 


Bureau, 


NATIONAL DIRECTOR 
BRYAN EXPOSES 
BIG FRAUD 





W. R. Bryan, Credit Manager 
John C. Lewis Company, Louis- 
ville, Kentucky, and Director of 


the N. R. C. A., did some excep- 
tionally good work as Chairman of 
a Committee of the Retail Credit 
Association of Louisville, in con- 
nection with the arrest of Mrs. 
Lon C. 
age, a Purchasing Agent, with of 


Pennington, 52 years of 


fices in Louisville. 

Fourteen warrants charging issu 
ing worthless checks, totaling 
$6,880.00, were served on Mrs. 
Pennington, and reports indicate 
the total considerably higher. This 
is one of the largest check frauds 
reported for some time and backs 
up the contention of most progres- 
sive Retailers that the Purchasing 
Agent who is given a discount for 
placing orders with certain stores, 
should be eliminated as dangerous 
and unethical. 
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THIS ASSOCIATION 
HAS BACKBONE 


The Retail Merchants Credit 
Association of Los Angeles has re- 
cently issued a printed form for en 
closure with the statements of their 
members. We think so much of it, 
we reproduce it for the benefit of 
all members. 

These are furnished to members 
at cost, plus 10 per cent for hand- 
ling, and there has been an increase 
of 4 per cent in collections since 
the first mailing. Los Angeles is 
fast creating a Community Credit 
Policy, which means Prompt Col- 
lections. 

Charge accounts are strictly 
monthly accommodation ac- 
counts, payable in full the first 
of each month, and consid- 
ered over due after the tenth. 
All retail merchants of the 
city, who are members of the 
Retail Merchants Credit Asso- 
ciation, have adopted this as a 
community policy, and expect 
patrons to adhere to these 

" terms. 
Retatt, MERCHANTS CREDIT 
ASSOCIATION 
of Los Angeles 


FRANK BATTY NOW WITH 
HALE BROS., INC. 

Mr. Frank Batty, for years 
Credit Manager of H. Liebes & 
Company, San Francisco, Presi 
dent of the Associated Retail 
Credit Men of San Francisco, 
Chairman of our National Group 
Conferences, and one of our na 
tional leaders, has resigned his po 
sition to become Credit Manager of 
Hale Bros., Inc., San Francisco. 

This opens a larger field for Mr. 
Batty, and is a recognition of the 
reputation he has made for himself 
in the field of Retail Credit 


Grantors. 
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NEW ORLEANS ASSOCI- 
ATION ANNUAL BANQUET 

The Associated Retail Credit 
Men of New Orleans held their 
Sixth Annual Inaugural Banquet 
at the Southern Yacht Club, West 
End, on Tuesday, June 12, 1928. 

Mr. Leon Lichtenstein (God- 
chaux Clothing Co., Ltd.) acted as 
Toastmaster. 

The new officers for the coming 
year were introduced as follows: 
Mr. A. L. Tassin (The Kreeger 
Store), President; Mr. J. D. Hen- 
derson (Mayer Israel Co., Inc.), 
Vice-President, and Mr. W. J. 
Fischer (Progressive Finance Co., 
Inc.), Secretary and Treasurer. 

Followed by the Board of Direc- 
tors: Max Frankel (Coleman E. 
Adler), H. J. Waldo (Gus Mayer 
Co., Ltd.), Henry Waszkowski 
(Hausman, Inc.), E. W. Martin 
(Philip Werlein, Ltd.), Thos. F. 
Regan (Canal Bank & Tr. Co.), 
E. C. Haase (Chas. A. Kaufman 
Co.,: Ltd. ). 

The ballroom was very prettily 
decorated, and favors were pre- 
sented all the ladies. 

Before the close of the dinner, 
Mr. Henderson presented to Mr. 
Max Frankel, retiring president, a 
very pretty umbrella as a token for 
the friendship that is held for him 
by all the Credit Men and in ap- 
preciation of the many good things 
that were accomplished during 
Mr. Frankel’s administration. 
OKLAHOMA CITY 
“SNOOZER” 

SCORES AGAIN 


’ 


The “Snoozer,” a daily paper 
published only during the National 
Conventions of the N. R. C. A,, 
and sponsored by the Retail Credit 
Association of Oklahoma City, was 
one of the enjoyable features of the 
Kansas City meeting. Its pages 
bristle with logic, wit, sarcasm, ad- 
vice and scandal, and make inter- 
esting reading for those who are 


fortunate enough to keep out of the 
Editor’s sight or hearing. 
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Mr. A. D. McMullen, Mr. R. R. 
Sesline, and Mr. Ward McMullen 
are entitled to our thanks for the 
excellent issues of the Snoozer. 
They reflect the progressiveness of 
the Retailers of Oklahoma City, 
who sponsor this publication. 


HEWITT HONORED 
BY HIS FIRM 





As a testimonial in honor of his 
election as President of the N. R. 
C. A. James R. Hewitt was 
tendered a dinner at the Suburban 
Club, Baltimore, by the Hecht 
Company, proprietors of The Hub, 
of which store Mr. Hewitt is 
Credit Manager. 

Mr. M. S. Hecht, president of 
the firm, acted as _ toastmaster. 
Short talks were made by every 
member of the firm and represent- 
atives of the seven stores in Balti- 
more and the Washington store 
owned by Hecht Company. 

On behalf of the company, Mr. 
Morton Hecht presented Mr. Hew- 
itt with two beautiful silver com- 
potes. 


THE CREDIT POLICY 
OF LOS ANGELES 

In Los Angeles there is no 
longer competition in credit terms 
or pyramiding in buying. Since 
1921 there have been only nine 
cases of pyramiding involving a 
total amount of $12,000 for that 
period of time. So close has been 
the co-operation among merchants 
and so perfect the control of the 
Reporting Bureau that only one 
case of pyramiding resulted last 
year. 


This situation is controlled 


through the Bureau by what is 
known as the three call system. 
Any unusual or particularly heavy 
purchasing by customers is at once 
reported to the Bureau by individ- 
ual stores. If three such reports 
come in for one customer, all stores 
are immediately notified by the Bu- 
reau to release no merchandise un- 
til further notification. The Bureau 
then gets into communication with 
the customer, preferably the hus- 
band as the head of the household, 
and endeavors to clear up the situ- 
ation. In many cases there is a per- 
fectly reasonable cause for the ab- 
normal buying and the customer is 
financially good for the amount. In 
other instances there is little or no 
financial responsibility and the sit- 
uation is nipped in the bud. Los 
Angeles has a thorough grip on the 
credit situation even though this 
city has an average of 75,000 
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Chicago 
Collections 


Should be sent to the 


Credit Service 
Corporation 


Collection Department of 

the Chicago Credit Bureau, 

Inc., and Credit Reference 
Exchange, Inc. 


The Official Credit Reporting 
Service of the 


Associated Retail Credit 
Men of Chicago 


35 So. Dearborn St. 
Chicago, IIL. 


Telephone, Randolph 2400 


Credit Reports Collections 



































changes of address per month and 
other transient conditions not 
found to so great an extent in any 


other large city. 


The ideal can seldom be attained 
in anything, and it is absurd to ex- 
pect it in credit. When a city 
preaches thirty days, we know that 
accounts are paid in 58 days. The 
community that has not the courage 
to come out on a definite 30 basis, 
but compromises on 60 day credit 
terms, is lucky to get a turnover of 
go days. Yet the same community 
will complain about a 33 per cent 
collection return and wonder why 
Under these condi- 
tions, the only cause for wonder is 
the fact that collections do not fall 
to 120 days and thereby yield 25 
per cent return. 


it is so slow. 


It is time to face 
the plain unvarnished truth that 
collections are as good as they are 
only because a large percentage of 
charge customers habitually pay 
their accounts on the first, tenth, or 
fifteenth of each month regardless 
of any and all credit terms, or lack 
of credit terms. 


Let it be understood that there 
is a maxim in Los Angeles to the 
effect that nothing can be done to 
retard business. And the mer- 
chants have demonstrated that a 
definite credit policy, and close col- 
lections do not retard sales. The 
paid-up account is a better pros- 
pect for additional business than 
the over-due account. When the 
merchants of any community re- 
alize this truth, they will be on the 
broad highway to greater sales and 
more profitable credit business. The 
proof of the pudding lies in the in- 
disputable fact that the collection 
returns in Los Angeles is 61 per 
cent as against an average of about 
40 per cent for the entire United 
States. 


that business has suffered, let him 


And if anyone has an idea 


or her shop in the teeming metrop- 
olis of the South and draw conclu- 


sions. 
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SANDERS APPOINTED 
SUPERVISOR OF SERVICE 





Mr. A. B. 
past 


Sanders, who for the 


year and one-half has been 


assistant to Manager-Treasurer 
Woodlock, has been selected to fill 
the position of Supervisor of Serv- 
ice, created by the Board of Direc- 
tors at the Kansas City meeting. 
This work will keep Mr. Sanders 
on the road continuously, visiting 
Credit Bureaus, 
Service 


members of our 
Department, making a 
study of Local conditions, and a 
survey of the Bureaus’ activities 
for the purpose of assisting in its 
progress and development, giving 
Bureau Manager the benefit of the 
experience of the National Associ- 
ation. 

Mr. Sanders is well qualified to 
fill the job, having been Manager 
of three successful Credit Bureaus, 
and during the past year and one- 
half in close touch with the prob- 
lems of the thousand Bureaus com- 
prising our Service Department. 

His first assignment is in the 
Northwest. He will spend August 
and September in Washington and 
Oregon, later on taking up other 
territories as may be selected by 
the Service Department Committee. 

It is planned to use Mr. Sanders’ 
pioneer activity as a base upon 
which to build an educational field 
organization covering each part of 
the country. 





NELSON STREET 
MAKES CHANGE 

Nelson Street, for eleven years 
with the Providence Chamber of 
Retail Secretary, 
Convention Manager, and Manager 
of the Retail Credit Bureau, has re- 


Commerce, as 


signed to become General Manager 
of the Retail Dry Goods Associa- 
tion of New York City, with of- 
fices in the Bush Terminal Build- 
ing, 130 W. 42nd Street. 

This Association includes all of 
New York’s great stores, and Mr. 
Street’s position is one of the most 
important in the nation’s metropo- 
lis. 

The Merchants and Citizens of 
Providence tendered Mr. Street a 
Farewell Dinner, at which Mayor 
Joseph H. William L. 
Sweet, President of the Chamber 
of Commerce, and others expressed 


Gainer, 


deep sorrow because of losing Mr. 
Street 
Providence. 


as a citizen and official of 


A unique gift was presented to 
Mr. Street as a 


Colonial pewter platter, made in 


remembrance: a 


1774, studded with gold coins, val- 
ued at hundreds of dollars. 
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Your Collections 


— "on 


Detroit 


Will receive the best attention 
possible if sent to 


The 
Merchants Credit 
Bureau, Inc. 


The largest collection department 
in the city devoted exclusively to 
RETAIL ACCOUNTS. 


The benefits accruing in placing 
your accounts with an organiza- 
tion owned by the merchants, 
for their protection, are self- 
evident. 


Rates Reasonable 
Safety Assured 
Address: 


MERCHANTS BLDG. 
206 E. Grand River Avenue 
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cies and they suggest the desirability of undertaking 
adequate research in this field of credit policy and 
credit methods. 

The typical collection percentages are summarized 
in the chart on page 19 of the report and in the table 
on page 21. You will note that there is a pronounced 
seasonal month-to-month fluctuation in the percentages 
for regular charge business for practically all types 
of stores, but that there is almost no seasonal fluctu- 
ation in the percentages for installment business. One 
would expect stable collection percentages for install- 
ment business because this business is marked by 
definite credit terms carefully followed up and en- 
forced. This leads directly to the conclusion that 
stores could stabilize their regular charge collections 
to the same extent by using the same methods: namely, 
establishing definite credit terms and enforcing these 
terms. It seems likely that this 


hand, are adequate from the store’s point of view and 
fair to the customer. This recommendation was writ- 
ten before information was available regarding the 
comprehensive credit study being made by the De- 
partment of Commerce. It is allowed to stand in 
order to call the attention of credit men more emphat- 
ically to the need for this information and in order 
to suggest that it may be wise to gather such data an- 
nually over a period of years. There is no intent to 
recommend a rival investigation. Your Association, 
business men generally, and the colleges are alike for- 
tunate that the Department of Commerce has been in- 
duced to put its immense resources into the credit sur- 
vey. The needs for research in the credit field is so 
great that there should be no duplication of effort and 
that there should be careful co-ordination of studies 
to insure maximum productivity. 

Third, it is recommended that 





practice might have the effect of 
making the regular charge business 
markedly more satisfactory. This 
conclusion ties in with a recom- 
mendation that I will make later. 
Now, before closing, I would like 
to make a number of recommenda- 
tions or suggestions which have 
grown out of this study. These are 


Schmalz. 


not necessarily my own _ personal 
recommendations, although I have 
brought them together and stated 
them in their present form. The It 
other members of the Bureau Com- 
mittee have been responsible for 
some and Mr. Schick’s Committee 
has been the source of others. 
First, I think that it would be un- 


gives 





By Carl N. 


This is the result of a study 
by the University of Michigan 
in co-operation with the Na- 
tional Retail Credit Assn. 


should know. 
Price Fifty Cents. 
National Retail Credit Assn. 
St. Louis, Mo. 


the Association sponsor a study of 


CREDIT MEN SHOULD the age of accounts receivable, 
HAVE THIS BOOK 

“O perating statistics for the 
Credit and Accounts Receiv- 
able Departments of Retail 
Stores 1927.” 


especially regular charge accounts, 
in order to learn the typical pro- 
portions of outstandings of various 
ages at given times. Undoubtedly, 
in the early stages of this work, it 
would be desirable to have the co- 
operating stores analyze their debit 
balances as of the farst of each 
month, in such manner that they 
could report the proportion of those 
outstandings that were one month 
old, two months old, three months 
old, and so on. It seems likely that 
past due accounts are much more 
expensive than they are generally 
thought to be. Also, there is good 


acts you 
f : 








wise to stop at this point the study 

of operating costs in credit and accounts receivable 
departments. At least one more study should be made, 
using figures for 1928. Probably it would be better 
to make studies in several consecutive years until the 
keeping of adequate records has become general and 
until thoroughly reliable standards have been set. In 
this connection, it is suggested that the instructions in 
this year’s questionnaire be made the formal instruc- 
tions for keeping records until some better basis has 
been devised. 

Second, it is recommended that the scope of these 
annual studies be broadened to include data regarding 
margins, extra charges for installment account pur- 
chases, costs of handling repossessed goods, income 
derived from repossessed goods, and any other facts 
needed to determine whether the price differentials 
between cash or regular charge transactions, on the 
one hand, and installment transactions, on the other 


reason for giving attention to all 
phases of the problem of late collections. Profes- 
sor O. W. Blackett of the School and Bureau staff. 
who. supervised the statistical work for the present 
study, is much interested in this important problem 
and has worked out a method for setting the stand- 
ards. ‘The Bureau would like to have a part in this 
project, and I believe that by undertaking it the Asso- 
ciation could broaden its research program in a most 
helpful fashion. The study would undoubtedly lead 
to more satisfactory collection policies and to more ac- 
curate budgeting of the cash receipts from accounts. 
The collection percentages used in the present study 
are distinctly worth while, but there is need for going 
back of them to find out why they increase or de- 
crease. The age analysis would do this. For the sug- 
gested study it would not be desirable or necessary to 
get data from a large numbér of stores. Rather it 
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How We Stabilized Automobile Financing 
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through with, before it became reasonably effective. 
In the first place, a few of the important automobile 
manufacturers were not in sympathy with the move- 
ment. They were afraid that tightening up on the 
credit terms would cut down the sale of their cars a 
little bit. 


they not only dissented from it, but they communi- 


They dissented from this resolution, and 


cated with their bank connections and demanded that 
the banks withdraw their endorsement of the resolu- 
tion, or if they had not already given their endorse 
ment, that they should not give it. They demanded 
that their dealers refrain from adhering to these rec- 
ommendations, and went so far in some instances as to 
cancel the contract or selling franchise of the dealer. 

Not only that, but some interests—whose motives 
were, in my opinion, quite questionable—complained 
to the Department of Justice at Washington that this 
was a movement to restrain trade, and that it was in 
in violation of the anti-trust laws and the rules and 
regulations of the Federal Trade Commission. ‘The 
first callers during my first week of service with the 
Association were Secret Service men and sleuths from 
the Department of Justice in Washington, and they 
“camped” in our office for quite a period until they 
finally became sutisfied that we were trying to pro- 
mote a meritorious undertaking in the interest of the 
automobile business, primarily, and also the general 
public. 

The battle to secure adherence to “standard terms” 
involved a campaign of education, of the fifty thou- 
sand automobile dealers of the United States, all the 
automobile finance companies and many of the banks. 
It was not alone a matter of stabilizing the terms of 
payment in automobile installment sales, but it also in 
volved stabilizing the practice of installment selling, 
regardless of whether it applied to automobiles. The 
automobile was the outstanding target for the critic 
of installment selling. All his shafts and poison were 
aimed at the automobile industry, but he had in his 
mind opposition to any line of goods being sold on 
the installment plan. 

We obtained copies of every criticism of installment 
selling that was available in the United States, whether 
in a newspaper, trade journal or magazine. Every 
criticism which appeared to be unintelligent or preju- 
diced was answered, and facts were given to refute 
it. Not only that, but the individuals who went 
around and made a practice of speaking against in- 
stallment selling, were challenged and met in written 
debate. One of the outstanding examples is to be 
found in the “Forum” magazine, where it was my 
privilege to answer the criticism of Senator Couzens, 
of Michigan. 

A very important incident in connection with this 
matter is not known to the public, as it has never 


been made public. The American Bankers Associa- 
tion inaugurated one of the most comprehensive sur- 
veys of installment selling and its effects, that has 
ever been made. 

They engaged Milan V. Ayres, the noted economist 
and analyst, to conduct the investigation for them, and 
Mr. Ayres spent several months on the task, gather 
ing information from every conceivable source. He 
finally made his report to the American Bankers Asso- 
ciation, and it is believed that his report was favor- 
able to all representative installment selling. The 
bankers association suppressed Mr. Ayres’ report, not- 
withstanding that it was the most comprehensive and 
thorough report ever made on this subject. The pub 
lic were never given any of the benefits of that report. 

I know that Mr. Ayres was engaged in making the 
survey or investigation, because he came into our of 
fice to get all the information that we had on the sub 
ject, and I naturally inquired as to his purpose in gath 
ering it, and for whom he was working. After I 
learned that it was the intention of the American 
Bankers Association to suppress the report, I invited 
Mr. Ayres to address the annual meeting of the Na 
tional Association of Finance Companies, Mr. Ayres 
did not present, at that meeting, the report which he 
had made to the American Bankers Association, but, 
naturally, it was impossible to take from him the 
knowledge which he had acquired, and he gave to the 
world, at the 1926 annual convention of the National 
Association of Finance Companies, the first unpreju- 
diced, thorough, and comprehensive study and analysis 
of installment selling and its financing. 

I say unhesitatingly that without the work of Mr. 
Ayres, the later work of two or three prominent Uni- 
versity Professors, would never have been done. They 
began where Mr. Ayres left off, and without the basis 
which he had established, I seriously doubt whether 
any of them would have started or completed their 
work. 

You may ask what proof we have of stabilization 
in automobile financing and automobile installment 
selling, and that is a very proper question, and I shall 
try to answed it with authentic figures. 

In 1925, the ratio of irregular automobile install- 
ment paper, with respect to length of time, in other 
words, long time paper, was eighteen and one-third 
per cent of the total. In 1926, it was thirteen and two- 
tenths per cent of the total. In 1927, it was twelve 
and four-tenths per cent of the total; a steady reduc- 
tion, and our preliminary survey for this year shows 
a further reduction. 

Irregularity as to time, in other words, sixteen 
months paper or eighteen months paper is not so dan- 
gerous, or hazardous from a credit standpoint as the 
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Washington Bulletin 


FrRoM Our WASHINGTON REPRESENTATIVE 
R. PRESTON SHEALEY. 
July 31, 1928 
FOREWORD 
Many matters of importance in Washington receive 
but passing notice in the newspapers, and evidence of 
this may be found in the fact that one of the leaders 
opposed to the original MacFaddon Branch Banking 
sill, Honorable Edmund Platt, Vice-Governor of the 
Federal Reserve Board, commences on August 1 to 
serve a second term of ten years on the Board, and 
yet the reappointment has received hardly any com- 
ment. The original branch banking bill was indorsed 
by the American Bar Association, the National Retail 
Credit Association, and other organizations, though 
not by the U. S. Chamber of Commerce. A compro- 
mise bill was enacted into law, but it was thought that 
the bitterness engendered from the measure might 
result in come changes in the Federal Reserve Board. 
That it has not, is indicated by the reappointment of 
Vice-Governor Platt. The Federal Reserve System 
would have lost one of its most valuable officials had 
Vice-Governor Platt not been reappointed. 
MECHANICS’ LIENS 
Uniform mechanics’ liens seem almost as far off 
as ever. Advices reaching the Department of Com- 
merce indicate that Sections 5 and 6 are still the con- 
troverted portions of the act, general contractors in- 
sisting on one form and phraseology and many of the 
material men another. While the Department of Com- 
merce Advisory Committee is to meet in the fall and 
may have one or two meetings between then and next 
summer when a report will be made to the meeting 
of the Commissioners on Uniform State Laws, yet the 
differences seem so irreconcilable that the leaders of 
industry will have to get together, it would seem, in 
an endeavor to iron out the differences. It is expect- 
ed that an effort along this line will be made. 
SALES TAX 
When President Harding took office, March 4, 
1921, a Sales Tax movement was in full force, but 
opposition from Administration officials, from Con- 
gressional leaders, and leading economists forced its 
abandonment. A movement is now under way to 
bring the subject to the fore again. Unless the move- 
ment should receive support from the President elect- 
ed in November, its success would seem to be ex- 
tremely doubtful. But nevertheless, proponents of the 
Sales Tax are again renewing the effort. 
RETAIL TRADE FOR JUNE 
The Federal Reserve Board, in a report of July 11, 
states that the retail trade in June, 1928, showed a sub- 
stantial increase over June, 1927, and also over May, 
1928. Sales of 466 department stores were two per 
cent larger than in June, 1927, and those of mail 
order houses and of five-and-ten cent stores were 


larger by 24 per cent and 13 per cent, respectively. 
The sales of the department stores in June of this 
year were about the same, while mail order houses 
and five-and-ten cent stores were larger. 





Report of Resolutions 
Committee 
(Continued from page 17) 


THE DIRECT INQUIRY 

WuereEas, Believing that the Direct Inquiry, that is, 
inquiry direct from one credit executive to another, 
is unwise in that, ordinarily, only a portion of the 
necessary information is obtained ; therefore 

36 Ir RESOLVED, That we recommend that when- 
ever possible, all inquiries be cleared through the 
bureaus recognized as members of the Service De- 
partment of the National Retail Credit Association. 

ON STATISTICAL WORK 

\VHEREAS, To properly control the immense volume 
of Retail Credit, and to provide means for evolving 
better methods of credit procedure, it is necessary to 
secure credit statistics and data not now available, 
concerning the cost of credit and of credit depart- 
ments; therefore 

se It ReEsoivep, That we urge that each member 
of the National Retail Credit Association assist in 
every possible way, the work of the United States De- 
partment of Commerce, and of the Research Bureau 
of the University of Michigan, each of which is co- 
operating with the National Retail Credit Association 
to the end that essential facts may be secured and 
compiled for the assistance and guidance of those 
engaged in carrying on the retail business of the 
country. 

CREDIT TERMS 

WueEreas, We recognize that there should be no 
‘competition in credits, and that the credits of a com- 
munity should be developed along uniform lines; 
therefore, 

Be Ir ReEsoivep, That we strongly disapprove the 
practice of granting terms which vary from the usual 
credit customs of the community. 


THANKS TO RESEARCH COMMITTEE 

Wuereas, Realizing and appreciating the great 
effort expended and the arduous work accomplished 
during the past year by Mr. Elmer B. Schick, Chair- 
man of the Statistical and Research Committee, and 
Professor Carl M. Schmalz, Assistant Director of the 
Bureau of Business Research of the University of 
Michigan, and their associates in this work; therefore, 

Be It Resonivep, That the thanks of the Associa- 
tion are hereby tendered to these gentlemen. 


Turn to page 31, please 
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The “Protex-Chex” System 


(Continued from page 13) 


trary. In the first place one must be known to be 
worthy (in a credit sense) and when known worthy 
they are not strangers and not subject to its appli- 
cation. Dependence may always be placed upon the 
fact that humans react to those principles, natural or 
acted, along the channel grooves in which the mind 
is working. Mistaken impressions and misconceived 
suspicions are very readily eradicated from the frank, 
honest and open minds. The mind intent on or sup- 
pliant to devious, shrouded or plainly crooked direc- 
tions will naturally react to their component drifts of 
fear, hesitancy and suspicion when confronted with 
the pre-requisite of their verification as to real intent. 
Like begets like. 

RESULTS: “What has become of the bad check 
kiter? Up to this year we have always been the vic- 
tim of this individual for a few checks, but since you 
installed the Protex-Chex System among your mem- 
bers we have not been visited by the crooks, even to 
try to cash their checks, for we believe when they see 
the placard they look for easier fields. Since the first 
of December we have cashed over $75,000.00 in checks 
without a loss. Let the good work go on, and spread 
it more in Southern California.” 

And 

“Heretofore during the rush at this time of the year 
we have been stung more or less by the bad check 
kiter. In spite of the fact that the total of checks 
cashed during the past season would run into thou- 
sands of dollars, we have not suffered a single loss 
from this source, and we can attribute it to nothing 
else but the prominent posting of the ‘Protex-Chex’ 
cards throughout our store and the enforcement of the 
finger print rule on all strangers who were unable to 
furnish identification.” 

These may be accepted as most desirable and very 
actually reflex in results in two of those stores OB- 
SERVING which could not fail to observe this change 
during rush holiday period and time thereafter. Hun- 
dreds of similar expressions based on experience could 
sasily be reproduced. In the Pomona section, no less 
and no more than in many other localities which have 
put the “PROTEX-CHEX” System to even a partial 
test, bad checks are the exception where they were 
formerly altogether too much the unbearable rule. 
The confusion on fictitious check operations were 
previously so manifest that the present freedom and 
quiet is almost sinister in its depth. The air seems 
too pure to smell natural. So much for the merchant 
and police experience. How about the crook? 

Psychology, knowledge—or what have you? Pick 
your own. We quote—in effect from the examination 
of a chronic and promiscuous operator arrested by the 
Los Angeles Police and turned over to the sheriff's 


department for examination. Question: “How does 
it come that all the 176 or more bum checks you have 
put across during the past few months have all been 
passed in the west end of the county? Why didn’t 
you touch up Pomona and the east end?” Answer: 
“Think I’m a boob? They ask for your finger prints 
out there.” There is shown the invisible barrier so 
inescapably in the mind of the familiar “paper 
hanger” and “short-story-writer.” That is the trade 
that is lost. That is the trade which is not wanted. 
Publicity of the weapon used and lots of publicity is 
the factor. 

INTRODUCTION TO THE PUBLIC: So thor- 
oughly has the general public been educated to con- 
sider finger prints with crime it is necessary to give 
this element consideration. As an introductory and a 
softening of impressions and a corrective educational 
effort, publicity is the best bet. This should be of the 
positive and not the negative. It should speak of pro- 
tection, not of prosecution. The public has heard 
plenty (for this purpose) of finger prints—as criminal 
factors, let them in for more as to its protective and 
beneficial values to them, to the dear blessed public 
as well as to the merchant. Herein we speak from 
some experience at least. In launching the idea in 
behalf of the merchant, to the public, give out short, 
snappy, well founded, newsy items to the press on the 
subject of finger prints as a guarantee or protection 
against all the various slants of mistaken identity, the 
use of drafts or travellers checks, etc., identification 
of deceased persons, lost babies, abduction, identifica- 
tion of battle victims, floods, etc., etc. A little thought 
will refresh the memory for subject matter. Display 
actual finger prints of officials, merchants, bankers, 
men and women of station, with their autographs 
beneath their finger prints; men and women of social 
and business affairs; lots of women make the display 
with letters of endorsement of the “PROTEX-CHEX” 
and the idea and articles from the press along the 
lines above mentioned, in prominent windows. Call 
attention to the face (proven by the display) that men 
and women of thought, of honesty, of character, not 
only do not fear their finger prints but cheerfully ad- 
vocate the new drift in corrective impression. 

The short story writer or genius paper hanger is 
part of that public—that public which will be least em- 
barrassed—and as the public gets the new slant, he 
also, will get a new slant. He won’t want any hand 
in it. Then put the program before the merchants 
and our too familiar pariah pest of penmanship fame 
will watch for and dodge the sign of the “PROTEX- 
CHEX” Syetem as the burglar looks for signs of the 
dog. That locality will be “no man’s land” to him. 
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Retail Credit in Canada 


(Continued from page 15) 


there is no telling what the public may yet demand 
on the deferred payment plan. 

Generally speaking, the retail credit situation in 
Canada is well in hand. The aftermath of the war 
played some havoc with the smaller retailers, as a re- 
sult of heavy stocks, with falling prices, together with 
large accounts receivable and heavy liabilities. This 
condition, however, remedied itself a few years ago, 
but the lesson learned is being taken advantage of 
both by the small and large retailers. 

I might say that Bradstreets report that there have 
been no failures in recent years among the larger 
stores, and very few among the specialty stores, who 
do, in most cases, a deferred payment credit business. 

I should like to give you a brief outline of the city 
of Winnipeg. As it would appear from some of the 
questions put to me our city is regarded by some a* 
still in the trading post class. Winnipeg has a popu- 
lation of three hundred thousand. It is the largest 
cash grain market in the world, and the second largest 
fur market. Winnipeg has the only railway yards 
owned by an individual company in the world. 

As regards cheap power, it would be interesting to 
compare the following rates with those of any other 
point on the American continent, namely for domestic 
lighting two and one-half cents per k. w.h., for do- 
mestic heating and cooking nine-tenths of a cent, and 
for industrial use as low as one-fourth cent per 
k. w. h. 

While the store owned by my company covers a 
gross area of fifteen acres, and is, I believe, the largest 
reinforced concrete building in Canada, the T. Eaton 
Company, Limited, whom, I might say, are the largest 
retailers in the world, also operate an eight story de- 
partment store covering an entire city block, and they 
have, too, two mail order buildings covering two fur- 
ther city blocks, so that it will be seen that Winnipeg 
is far from being in the trading post class. (Ap- 
plause. ) 





The “Protex-Chex” System 


(Continued from page 27) 


The weakling merchant will continue to be his sucker 
victim, but his pickings will be scarcer. The millions 
he had plundered will be preserved to better use. He 
will have to change his domicile or change his trade. 

Publicity, coupled with a display of the insignia, 
announcing that compliance with the “PROTEX- 
CHEX” System is a pre-requisite to check-cashing 
strangers, backed by a firm, dignified, business like 
presentation by the merchant will put the fear of God, 
or finger prints, in the heads of the crooks to the tune 
of millions of dollars. 


Appreciative acknowledgment is rendered to the city 
and council of the city of Pomona for having permit- 
ted Chief I. B. English and Identification Sergeant J. 
Carroll Hughes to give of their time and effort. To 
the “Progress Bulletin” of Pomona for their ready 
and generous display of articles and publicity in this 
cause, and to the many other southland newspapers 
for similar reasons. 

The writer, as manager of the Pomona Valley Mer- 
chants Credit Association, most heartily joins with the 
author and earnest and genial assistant in submitting 
this as his mite in this non-commercial co-operative 
effort towards the suppression and eradication of the 
bad check evil. Within our limits our services are at 
your disposal. Being non-profit, non-commercial and 
for the sake of good for good’s sake, this endeavor 
must needs depend upon the co-operation and har- 
monious earnestness of the various merchant groups, 
bureaus, and sincere individuals who would otherwise 
(and have in the past) been the victims. Uniformity 
of procedure is eminently necessary and desired. We 
have nothing to sell, we submit this proven plan as a 
duty. We appreciate your co-operation. 





The Michigan Study of 
Retail Credit Departments 


(Continued from page 24) 


appears that it would be wise to work with a rela- 
tively small number of firms (say, about fifty) where 
there was distinct interest in the project. 

Fourth, it is recommended that the Association 
sponsor a study calculated to disclose the relative value 
to a store of strict and lax enforcement of credit 
terms. Many credit managers feel that customers 
who are allowed to depart from the regular credit 
terms and, in effect, to create their own terms are 
undesirable in the long run. Other credit managers 
believe as firmly that laxity in the enforcement of 
credit policies, especially when well-to-do customers 
are involved, is much worth while. The suggested 
study would embrace the activity of accounts which 
have and do not have past due balances, the cost of 
past due accounts in losses and in interest, and other 
factors, many of them intangible. The difficulties in 
the way of such study are manifold, but the rewards 
for success seem equally great. 

Fifth, it seems that it might be advisable for the 
Association to undertake a study similar to the pres- 
ent one but covering the work of public utilities sell- 
ing electrical energy and gas. This suggestion was 
made originally by Mr. L. L. Schlosser of the Detroit 
City Gas Company in a letter to the Bureau. We now 
pass it on for your consideration. 

This initial investigation has proved conclusively 
that stores need more complete statistics on their 
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Dresses, Fashions and Credits 


(Continued from page 19) 


Avalon, see if you have a report on file. (Pause) You 
say you have a report and she formerly lived in Detroit 
and had three department store accounts and took four 
months to pay them.—And that she made purchases at 
another store yesterday and that Blackstone will not 
deliver them until the account is paid. It is now three 
months old and she has had two bad checks that came 
back ‘not sufficient funds.’—Before I decide on this, 
Mr. Buckeridge, please telephone to Front & Sankey, 
Mr. McConnell, credit office.’—“Oh! You already 
have his report on file—How long?—Three months. 
—Did she give any reason for not paying promptly ?— 
None given.—Any trouble with excessive return of 
merchandise ?—Oh, yes, and her bank checks returned 
—then he don’t consider her account satisfactory.— 
Thanks very much.” 

Mr. Credo: “Well, the pro-ba-bil-i-ty of that dress 
going out on the morning delivery is getting remote, 
but call one more reference, Mr. Ford, of the Blue 
Bell Department store—His report is also in file. 
Good work.—Ford says it is his opinion that the pub- 
licity campaign of the Credit Bureau has awakened 
the slow-paying customer to the fact that good credit 


is only maintained by prompt payment of bills.—You. 


say he wishes he didn’t have it? Don’t she pay 
promptly ?—Only on account.—Oh, you have closed 
the account.—Too slow.—How long?—Four months. 
—She must think you are a bank, eh?—I see — 
What? You say the Blue Bell store has two of her 
checks back from the bank ‘not sufficient funds.’—- 
All right, Mr. Buckeridge, thanks for the one quick 
report.” 


Mr. Credo: “Well, there is nothing left to do but 
write Mrs. Pay-Slow-Lee. Take a letter, Miss Jones, 
to Mrs. Pay-Slow-Lee, 944 California avenue, Avalon. 
We are regretfully obliged to advise you that we will 
be unable to charge and deliver tomorrow the dress 
which you purchased this afternoon. While the stores 
given by you as reference speak very highly of you 
from a personal standpoint, it has come to our atten- 
tion that it is not your custom to pay your bills 
promptly when due each month. 

“May we in a frank and friendly way be permitted 
to point out that credit is a valuable asset? Which 
when once established should be guarded most zeal- 
ously, and that good credit depends, in a large meas- 
ure, on the manner in which bills are paid. In refer- 
ence to the merchandise selected, we would be very 
glad to forward same upon receipt of a certified check 
for the amount, $59.75. Very truly yours, The Blank 
Department Store. Now, Miss Jones, be sure this 
letter goes out tonight.” 

Phone rings. 

Mr. Credo: “Yes, this is the Blank Department 


Store, Mr. Credo speaking. Oh, yes, Mrs. Pay-Slow- 
Lee,—Oh, you have decided to pay cash for the dress 
-l see—Yes, I will be glad to send it out C. O. D. 
Yes, in this case we will waive the usual C. O. D. de 
posit—Yes, I think that’s a very good plan—You are 
quite welcome, I am sure—good-bye.”—‘I am glad 

Mrs. Pay-Slow-Lee has decided to pay cash.” 

Mr. Credo (to stenographer) : “She said after think- 
ing the matter over, she could see very clearly that if 
the Pittsburgh stores co-operated as closely as I had 
intimated in the exchange of credit information, the 
pro-ba-bil-i-ties of favorable action on her application 
for a charge account at our store were very remote, 
and furthermore, it was her intention to make immedi- 
ate revision of her house budget in order that all store 
bills could be paid promptly when due, and thus re- 
establish her credit in the community.—Well, Miss 
Jones, this is the end of a strenuous if not a perfect 
day.” 

One year later—April 26th, 1926. 

Mrs. Pay-Slow-Lee calls again to see Mr. Credo 

Mrs. Slow-Lee: “Good afternoon, Mr. Credo. Do 
you remember Mrs. Pay-Slow-Lee?”’ 

Mr. Credo: “If my memory serves me rightly, I do 
recall—you applied for an account about- 
Mrs. Slow-Lee: “Yes, you're right! 

year ago. Do you remember now?” 

Mr. Credo: “That’s correct, Mrs. Slow-Lee. Can 
I be of any assistance to you this afternoon?” 

Mrs. Slow-Lee: “You can. ' Just a year ago I called 
to see you. Not because I wanted to; but, you know, 
—womanlike I saw a dress here at your store that I 
just adored. You sent for me; had me file an appli- 
cation for credit and wrote a lettet to me, which, of 
course, you remember didn’t give me the charge privi- 
lege. Now, I want you to have the Bureau telephone 
the references I had given, my bank and several oth- 
ers I have in mind. I have paid all my old bills and 
never give any bad bank checks any more, as I am 
budgeting my allowances. I have made an enviable 
credit rating during this last year. I am confident the 
Bureau will so report me, as I went there and ex- 
plained everything to them. I know you will permit 
me to purchase more than the amount declined me 
last year.” 


About one 


Mr. Credo: “I will gladly take your application, 
Mrs. Pay-Slow-Lee, and have it investigated at your 
request by the Bureau. If you are in urgent need of 
your purchases today, have them referred to me per- 
sonally and we will endeavor to send them to you 
at once.” 

Mrs. Slow-Lee: “That’s not necessary, Mr. Credo. 
You'll find everything satisfactory and send the pur- 
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The Parade of Business 
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INSTALLMENT ACCOUNTS 

Installment accounts are and always have been a 
cause of great discussion. I recently made a trip 
through several large cities in the East and I was in- 
variably asked about this subject. Nearly all had the 
same opinion. They did not want installment ac- 
counts but were forced to adopt them to meet com- 
petition. It is the credit competition that has hurt 
credit today. Here is a story which lucidly describes 
the situation: Husband comes home and says: “Well, 
any installments due today, wifey?” “No.” “What, 
no payments on the house, the radio, the furniture, the 
washing machine, the books, the rugs?” “No.” “Well, 
I’ve got fifty bucks that aren’t working, let’s start buy- 
ing a new car.” <A bucket has just so much capacity 
and when it’s full, it’s full. A man earning a salary 
has just so much capacity and when he’s full (I mean 
full of credit) he is started on a dangerous path that 
may lead to disaster. Credit in this case is like dyna- 
mite—perfectly safe when properly handled, but a 
dangerous proposition when carelessly tossed about— 
as some people do their credit. 


Tue N. M. C. Lepcrer (No more credit) 

When accounts become slow here, they are first 
flagged N. M. T. P. (no more till paid). Next, Pos. 
N. M. T. P. (positively no more till paid). Then 
N. M. C. (no more credit), and finally are flagged 
Pos. N. M. C. (positively no more credit). These 
four stages practically cover the operations to our 
N. M. C. Ledger, which is a control by itself. 

We have also used with much success a system 
whereby the Credit Office makes a list, the first of 
each month, of all accounts that are owing six months 
or more that have not paid in the last three months. 
(This time may be lengthened or shortened, according 
to the policy of each firm.) These accounts are care- 
fully checked and unless there is a good reason, they 
are transferred to a separate N. M. C. Ledger. They 
always are reported to the Credit Association so other 
stores may have the immediate benefit of our experi- 
ence. When in this Ledger, they get prompt attention. 
We know daily how much is in this ledger and also in 
comparison with last year. We also know how much 
is in the ledger in dollars and how many accounts for 
each month, in comparison with last year. 


CoLLECTIONS 
Collections should be made in the same manner 
banks handle their collections. We should continue 
in our efforts to educate the customers to regard their 
credit standing with the merchant as carefully as we 
regard our statement to the bank. At the close of each 
fiscal year we promptly send a signed statement to 


Duns, Bradstreets, our local bank and our New York 
bank and we pride ourselves in having these state- 
ments show our true condition and show it in a manner 
so as to satisfy our creditors. This same thought 
could well be passed to the customer. 

One of the abuses of credit today, as told to me by 
many small merchants, several of them dealing in 
food stuffs, is that people of large wealth often run 
large accounts and are extremely slow in paying, pre- 
ferring to settle every six months or every year. This, 
if done by many people, would result in the death- 
knell to the small merchant operating on a limited cap- 
ital and certainly should not be countenanced by retail 
firms today. 

Conservative credit granting means conservative 
losses thus eliminating much of the gamble in busi- 
ness. Lax credit granting means huge losses as evi- 
denced by many unpaid accounts left by shipyard 
workers soon after the close of the great war. I am 
pleased to say that our losses along these lines were 
practically nil. 

In conclusion, the good will conduct of the credit 
man, the courtesy with which he greets his customers 
and co-workers, the tact that he uses in all transac- 
tions that come before him, the salesmanship that is so 
vitally necessary to his business, the common-sense 
that is so much needed today, combined with initiative 
make a business service that will be hard to beat. The 
thought and study in the improvement of this pro- 
fession outside of business hours and the splendid ef- 
forts and interest as evidenced here tonight are bound 
to improve the ethics of the profession and raise the 
Credit Manager to the same high level of recognition 
as is now accorded the Controller, the Merchandise 
Manager and the Sales Manager. 
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chases out tomorrow. My credit rating is now ex- 
cellent and the Bureau Manager so told me when I 
saw him an hour ago. He revised all the old account 
data while I waited. I now have a good rating and 
intend to keep it such.” 


Mr. Credo: “I appreciate your call, Mrs. Pay-Slow- 
Lee, and know that you have learned the true value 
of credit and its relation to prompt payment of ac- 
counts. Call at any time, and I shall, indeed, be 
pleased to lend my personal assistance in making your 
shopping a pleasure in our store. Thank you.” 
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Can You Beat This? 


Editor’s Note: Following is copy of letter received 
from a member in a large Eastern city. It should be 
interesting to all other members. 


We conduct and operate a Men’s and Women’s 
popular priced specialty store doing a cash and charge 
business of which about $2,000,000 or 25 per cent 
represents “personal charge” sales (“personal” being 
distinguished from “purchasing agents” who issue 
store orders). 


We collect, during any one month, an average of 
48 per cent of our total outstanding at the end of the 
previous month. Highest month 53 per cent; lowest 
month 43 per cent. 


Our collections, based on sales of any particular 
month, are about as follows: (Illustration—charge 
sales for May—$100,000—100 per cent. Billed June 
Ist.) 


Collected by July Ist .......... ( 1 month) 70 % 
Collected by August Ist ....... (2 >) = 
Collected by September Ist ....( 3 “ ) 93 % 
Collected by October Ist ...... {4 *) @6 & 
Collected by November Ist ....( 5 ) 97UY% 
Collected by December 1st ....( 6 “ ) 98 % 
Collected next 6 months ....... (12 “ ) go ®. 


These percentages apply only to personal charge 
sales due on date of bill and payable by the follow- 
ing 15th of month. No purchasing agent or other 
kind of accounts are included. 

At the end of each fiscal year we charge off to 
Profit and Loss all open balances of the previous 
years outstanding. This account is credited with all 
collections made during the current year on P. & L. 
accounts and the net figure is divided by the current 
year’s personal charge sales to obtain the percentage 
of our loss. Computed in this manner our yearly loss 
averages approximately .009%. 

Briefly our collection routine is as follows: 


Itemized bill—i1st of month; Statement—2s5th of 
month. If new or “slow pay” accounts and owing is 
over $25.00, weekly telephoning is done, starting 35 
days after bill is sent. If no results after ist to 3rd 
call, the account is referred to an efficient street col- 
lector for weekly personal attention. 

Amounts under $25.00 get two or three letters, 
then telephone, and collector finally. Letters are re- 
sorted to in all cases where there is no telephone. 


“Good pay” accounts unpaid by the 35th day after 
bill get from 3 to 5 letters, 10 days apart, before the 
telephone or street collector is resorted to. The 
amount involved determines action taken. 


“Doubtful or too slow pay” accounts are referred 
to an attorney after four or five months handling. 


Report of Resolutions Committee 


(Continued from page 26) 
BUSINESS CONDITIONS 


WuerEAs, Although some unwise credit practice 
has existed, particularly in regard to installment credit, 
and although business conditions in some sections are 
below average ; therefore, 


35 Ir RESoLVED, That on the whole, we regard as 
sound the credit conditions of the country. 


3— It FurtHer Resoivep, That we believe that 
each member of the National Retail Credit Associa- 
tion should obligate himself to do all possible to main- 
tain and improve the present satisfactory credit con- 
ditions; that he should extend credit sanely and that 
he should co-operate with his fellow credit executives 
in devising means for the further protection of the 
delicate fabric of credit. 


The Michigan Study of Retail 
Credit Departments 


(Continued from page 28) 


credit and accounts receivable activities, it has got 
underway the work of establishing records, and it has 
made a start in the difficult.and complicated task of 
setting performance standards for this work. The 
study will doubtless give to many people a new com- 
prehension of the importance of retail credits. If it 
does that it can hardly avoid leading them to the con- 
clusion that retail credit policies and methods are 
too important to be based upon anything short of the 
most careful study. 





The Supreme Authority 
Webster’s New International 


DICTIONARY 


—THE MERRIAM-WEBSTER 
Because 


Hundreds of Supreme Court Judges Concur in 
highest praise of the work as their Authority. 

The Presidents of all leading Universities, Colleges, 
and Normal Schools give hearty Indorsement. 

All states that have adopted a large Dictionary as 
standard have selected Webster’s New International. 
The Schoolbooks of the Country adhere 

to the Merriam-Webster system of dia- 

critical marks. 


The Government Printing Office at 
Washington uses it as authority. 


G. & C. Merriam Co., 
Springfield, Mass. 


““Get the Best’’ 
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How We Stabilized 
Automobile Financing 


(Continued from page 25) 


paper which is based on a smali 
down payment. The real menace 
in installment selling, regardless of 
whether it is a bread toaster or an 
automobile, is in the amount of the 
down payment. If you sell on a 
basis where the purchaser feels 
that he has rented the article and 
has no equity in it, then it is an un 
sound sale and, in the end, will pro- 


duce trouble. (Applause. ) 


The ratio of retail automobile in 
stallment paper calling for less than 
a standard down payment, in 1925, 
was nineteen and four-tenths per 
cent of the total. In 1926, it was 
nine per cent of the total, and in 
1927, it was five per cent of the 
total. 


I submit to you that that is evi 
dence of substantial stabilization in 
automobile installment selling and 
Now, as to the ef- 
fect of that stabilization or the ef- 
fect of this business on all other 
financing operations, I think I 
should leave with you the total 
figures : 


its financing. 


There is an annual turnover of 
automobile installment paper of 
three billion dollars. The outstand 
ings, representing the unpaid in 
stallments, at any one time amount 
to almost one and a half billion 
dollars 
banks, 


This amount is carried by 
largely—they loan _ the 
finance companies on their collat 
eral trust notes. The installment 
paper is trusteed with some trust 
company, and the bank loans to 
the finance company on the strength 
of trusteed paper, therefore, indi 
rectly, the money which finances 
this vast amount of automobile in- 
stallment selling comes from the 
deposits of the public in the hands 
of the banks. 


I think that the mere mention 
of those figures will substantiate 
the statement which I have made 
to you, that nothing can take place, 
which will prejudice that business, 
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Flashes 


(Continued from page 23) 


Mr. Street will assume his duties 
on August 1, and there is no doubt 
about his thousands of friends 
among the Credit Fraternity wish- 
ing him success and happiness. 


LANGE COMPLIMENTS 
NATIONAL OFFICE 


Mr. Max Lange, Credit Man- 
ager, Joske Bros. Company, San 
Antonio, Texas, recently spent a 
day at the National Office and 
stated it was the best arranged of- 
fice he had ever seen. 


He was on his way to Chicago 
and complained of the dryness of 
the trip. The hot weather had 
some to do with this, but many 
think it was due to the absence of 
C. C. Watchell, who usually accom- 
panies Mr. Lange. 


can happen without having an al- 
most equal effect upon the general 
business of the United States. I 
thank you. 


(Applause. ) 










BRILLIANT 
COLORS 


Your choice of 18 rich colors 
in Blaisdell strong, 
smooth - writing — leads. 
Made with the ideal 
paper casing that shar- 
pens so easily with a 
Nickand Pull. No bro- 
ken points—no waste 
—when you use 


Blaisdell Colored 





FINEST COLORED PENCILS 
THICK OR THIN LEADS 


PHILA. BVU.S.A. 








SHELDON SUCCEEDS 
STREET 


Mr. Charles F. Sheldon, who for 
many years has been connected 
with the Providence Credit Bureau, 
has been selected to succeed M. H. 
Nelson Street as Manager. 

Mr. Sheldon has the confidence 
of the Credit Men and Merchants 
of Providence, and will no doubt 
be an able successor to Mr. Street, 
who resigned to become Manager 
of the Retail Dry Goods Associa- 
tion of New York. 

Mr. Sheldon is credited with be- 
ing the influence which made the 
Providence Association so efficient. 


Classified Column 


FOR SALE—Credit Bureau in 
town of 45,000 inhabitants; situ- 
ated on the Pacific Coast. Bureau 
is well established, having ninety 
active members; occupies suite of 
four rooms, with adjustment de- 
partment in connection, having 
100,000 standard reports on file. 
Address communications to Box 50 
Editor Credit World, Equitable 
Bldg., St. Louis, Missouri. 





WANTED—Position as Man- 
ager of either Credit Bureau or 
Collection, Department in city of 
7,000 to 20,000, in Kansas, Okla- 
homa or Missouri. Address Box 


C-ss, Credit World. 





FOR SALE—Bureau in South- 
west. Will sell cheap for quick 
sale. Write for full particulars at 
the following address, Box X, 606 
Equitable Bldg., St. Louis, Mo. 





POSITION WANTED—Credit 
and Collection Manager wants po- 
sition with reliable firm or Credit 
Bureau in city upwards to 50,000. 
Reliable, experienced and _ highly 
recommended. Box W, Credit 
World, 606 Equitable Bldg., St. 
Louis, Missouri. 
































Our Emblem Cut on your 
Credit and Collection Department Stationery 
tells a story and links you with 


the National Organization and good credits. 


We furnish these cuts at cost, plus postage, 


in the following sizes: 
1, in., 3/4 in, 11/4 in., [VY in. 2 Vin. 
Also special cuts for use on Multigraph 
National Retail Credit Association 


Equitable Building 
ST. LOUIS 



































PAPER—INK—LAYOUT 


—all have a definite bearing on record results 


UPPLYING all kinds of business 

institutions with forms designed 
to meet every record keeping require- 
ment has long been a feature of Baker 
Vawter-Kalamazoo service. 


Asa natural consequence of this spe- 
cialized experience these forms have 
become accepted standards for many 
kinds of businesses. And here are the 
reasons why: 


Baker Vawter-Kalamazoo record 
forms are made with meticulous care. 
The paper stock is selected to suit ex- 
actly the purpose for which each 
sheet is to be used. 


The inks are of our own composition. 
They are guaranteed not to fade or af- 
fect the wearing quality of the sheets. 


The ruling and printing are precision 
processes controlled by skilled crafts- 
men and checked with micrometric 
accuracy. 

The columnar arrangement repre- 
sents the highest attainment in record 
planning and design by experts who 
have devoted years to the study of 
this technique. 


That’s why Baker Vawter-Kalamazoo 
record forms are the choice of busi- 
ness leaders everywhere — of men 
who buy their forms with the same 
care they purchase the finest piece of 
printed matter. And that’s why it will 
pay you to talk to the Remington 
Rand man next time you need record 
forms for any purpose. 





BAKER VAWTER-KALAMAZOO 


DIVISION OF 


Remington Rand Business Service Inc. 


465 Washington St. Buffalo, N. Y. © 








